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PARCEL POST 
TWINE [2 


ART. 514 


PARCEL POST TWINE 


FAST SELLING ITEMS! 


Parcel Post Twine is one of our leading items. Our 12 ply 
27 |b. test is an original feature as is our bleached white 
Art. 537-B which is a MIKE exclusive. 


Art. 514—12 ply 
Natural, 80 ft. cored ball, 
27 |b. test 


Art. 537-12 ply, 
250 ft. cored ball, 27 lb. 


Art. 537-B—10 ply ey Pacer post Ly ART. 537 
Bleached, 250 ft. cored 
ball, 24 |b. test 


Orders of $75.00 or more, freight 
prepaid. Orders of less than $30.00 
f. o. b. Mill, Lawndale, N. C., Van Nuys, 
Calif., Marietta, Minnesota, Dalias, Texas, 
or Waynetown, Ind. Orders of $30.00 to 
$75.00 freight allowed to $1.00 per cwt 
ART. 537-B Freight prepaid does not include extra 
charges incurred outside carrier's 
regular zone of delivery 


Cleveland Mills C 
-cmeusves es Gleveland Mills Company .......... . 
is B 16, Texas Naynetown. ind 


essemer St fan uys at * Marietta, Minn. * 3104 Gaston Ave., Dallas <z 





builds things better for your customers 


... builds MORE PROFIT for you! 


| 


tkin S ‘Guaranteed Saws 


- Saw Tools - Files - Knives 


ATKINS makes a man proud of his work and proud of his tools. 
It’s the kind of satisfaction that leaps from friend to friend 
. . . bringing new customers to your store . . . building steady 
repeat business and fast turnover! Fast turnover at full profit 
because world-famous ATKINS quality is easy to sell, it stays 
sold . . . and it wins loyal customers for all hardware needs. 
Call your ATkins Distributor today! He has complete stocks 


Our 
SECOND CENTURY 


of Service to the TTT) ATKINS SAW DIVISION, Borg-Warner Corporation 


Hardware Trade Sie Sed | INDIANAPOLIS 9, INDIANA 


SAWS | { 1 Branches: : Export: 


LOS ANGELES ¢ SAN FRANCISCO : BORG-WARNER INTERNATIONAL 
CHICAGO * CHATTANOOGA : 36 S. WABASH 
PHILADELPHIA © PORTLAND, ORE. : CHICAGO 3 
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to fill your needs promptly. 





Nicholson Rotary Mower file. First file created 
specifically for at-home sharpening of rotary 
mowers. Removes nicks and bruises, keeps blades 
sharp all season. Costs only a few pennies per use 
—and the mower’s never wasting time in the shop. 
Comes in durable plastic case. File and case have 
handy hang-up hole. 


You can easily sell either a Nicholson or Black 


Diamond Rotary Mower file to just about every 
rotary mower owner. It’s easy to convince cus- 
tomers that it makes good sense to spend a small 
sum to protect an investment that ranges from 
around $50 to well over $100. 


Display this fast-selling file on your counter. 
Hang one on every rotary mower. Order from your 
Nicholson or Black Diamond wholesaler today. 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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HILLERICH & BRADSBY, INC., LOUISVILLE, KY. 


also Makers of Famous Louisville Slugger Bats 
For Details Circle 4 on INQUIRY CARD 
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The Image of CFél... 


source of top-quality Hardware Cloth 


This giant steelman represents the quality steel products 
that are made at CFal plants extending across the 
country. He symbolizes, too, the complete sales and 
service facilities available through CF«lI’s national net- 
work of offices. 

He is your assurance that CFaI Hardware Cloth is top- 
quality. Double wire selvage at each edge of the roll adds 
strength .. . careful zinc coating after weaving improves 
rigidity, wear qualities, corrosion resistance. 

You can recommend CF«&l Hardware Cloth with con- 
fidence. It conforms to Federal Specification RR-W-37. 
It withstands severe forming, bending or twisting without 
breaking at edges or other points...assures user satisfac- 
tion. See box for dimensions and weights of standard sizes. 


THE COLORADO FUEL AND IRON CORPORATION i 


STANDARD SIZES 





Weight per 100 Ft. Roll (Ibs.) 
Distance 


Between 30” 36” 
Wire Centers | wide wide 


2x2 Yn" 73 87 
3x3 " | | 70 84 
4x4 | 68 81 
8x8 Z | | 60 72 96 











And CFal Hardware Cloth is just one of a complete line of 
quality steel Hardware Products produced by CFal. The CF «I 
sales office nearest you will supply complete information. 
Contact them today, and ask for your free copy of 


WFR-292, CFeI’s new Hardware Cloth booklet. 


6780-A 


STEELX~ } 


ALBUQUERQUE + AMARILLO « BILLINGS » BOISE » BUTTE * DENVER * EL PASO » FARMINGTON (N.M.) © FT. WORTH « HOUSTON « KANSAS CITY « LINCOLN 


LOS ANGELES « OAKLAND « OKLAHOMA CITY « PHOENIX « PORTLAND « PUEBLO « SALT LAKE CITY « SAN FRANCISCO « SAN LEANDRO « SEATTLE « SPOKANE « WICHITA 
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SIDE LINES 


NAUTILUS STAMP on mail 
going out from the Chicago 
headquarters of Major Indus- 
tries, Inc., was a bright idea of 
Gerald L. Cohn, president of 
Major Industries. When he saw 
the stamp, he saw in it a natural 
promotional slant for the com- 
pany’s popular new appliance, 
the Nautilus No-Duct Range 
Hood, which derives its name 
from the famous submarine be- 
cause both the hood and the sub- 
marine use a superior air filter- 
ing principle. 


A GUARANTEED PROFIT 
PLAN has been offered by the 
P & C Tool Company of Port- 
land for hardware retailers. In 
essence, if a retailer allows his 
wholesaler to keep his revolving 
merchandiser adequately sup- 
plied with tools during the year, 
P & C agrees at the end of the 
year to take back the full credit 
of any tools in excess of a mini- 
mum stock. A. L. Platky, P & C 
vice president and sales man- 
ager, points out that the firm 
agrees to take back tools at the 
dealer’s cost which means P & C 
also protects the wholesaler. 
Platky says there is a tendency 
for retailers in any kind of a 
merchandiser, to let the stocks 
run out. His firm now assumes 
responsibility for keeping the 
merchandiser supplied with all 
types of tools at all times. 


AT PARKS, BEACHES, 
AND PICNIC GROUNDS, a 
survey was made recently by 
Eveready radio batteries. The 

(Continued on page 6) 
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COMMEN T — 


Don't Just Stand There Waiting 


There are few retail hardware stores that have opened 
up for business in the past with only an open door policy. 
The owner opened the door and just stood there waiting 
for the customers to come in. In some cases, particularly 
in small communities this may work. 


In the rapidly growing towns and cities of the West, a 
merchant needs more than the open door policy. A vice pres- 
ident of a department store once said “If a customer 
walks out of your store empty handed it is not because she 
doesn’t know what she wants—it’s because you don’t.” It 
might also be said that if the customer does not walk into 
your store, it is also your fault because she is not aware 
of its existence. 


Today’s highly competitive retail business requires good, 
loud and long drum beating. 


Advertising is the drum that more and more hardware 
retailers are using to attract to their store. Advertising 
is not so difficult. The important thing about advertising is 
consistency. Don’t spend a nickel on advertising with the 
idea that you can sit back and see what happens. Adver- 
tising must be like the drum beat, a consistent rhythm to 
keep people aware of your store. 


This issue has been devoted to advertising. Some articles 
show how other retailers are advertising to make their 
promotions effective. There are also quite a few listings of 
manufacturers’ advertising aids. With the help of adver- 
tising agencies and artists, manufacturers have built up 
mats and literature that you can use very effectively in 
your own program. In fact you couldn’t afford to achieve 
the effectiveness you can get with the help of your suppliers. 
Many hardware wholesalers are also helping retail dealers 
to do an effective advertising job. 


Open those doors and start beating that drum. 


Wile Cllr. 
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SIDELINES 


(Continued from Page 5) 


survey showed that 44% of peo- 
ple had a portable radio with 
them ... 72% of these portable 
radios were in use at the time 
of the survey. Are you selling 
adequately to this big market? 


TOY OUTLOOK GOOD FOR 
1959 according to the Business 
and Defense Service Adminis- 
tration, U. S. Department of 
Commerce. This view was based 
upon the March 1959 toy fair 
in New York where orders were 
reported in substantial volume, 
estimated to be well above those 
in the 1958 fair. The fair has 
proven to be a recently accu- 
rate gage of the industry sales 
for any given year. The 1958 
market was hesitant, but this 
year’s orders in depth have been 
widely distributed across all 
segments of the industry. Look 
for increase in space age toys. 


MOVE OVER, OSCAR (of 





the Motion Picture Industry) 
and Emmy (of Television) there 
is another statuette about to 
gain public recognition. It is 
called the “Snowman” award 
and will be presented to the 
manufacturer making an out- 
standing contribution to the air 
conditioner industry’s yearly 
“Beat the Heat’”’ promotion. The 
committee will announce its 
choice on August 15, 1959. 


A SKILLET is the only cook- 
ware item of “100 best-designed 
products of modern times” 
which was reported in a recent 
copy of Fortune. The utensil, 
made by Revere, is in the select 
company of the Rolls Royce, the 
Steinway Grand, the Winchester 
Rifle and the French Citroen. 


POWER MOWER SALES 
will reach a peak of $300 mil- 
lion in 1959 with sales of about 
3.5 million units including gas 
and electric types, to bring pow- 
er mowing to more than 20- 
million homes. 





“Want Book’ 


PROFIT 
MAKERS 


Check your stock and re-order 
Cole l-) am =f- 14-0) 010) &-¥m [0 )-1> 

sales! Ask your jobber for 
other famous Fuller 
self-service money-makers. 


}| FULLER| TOOL CO., INC. 


V 3522 Webster Avenue, New York 67 


= 


CASH IN NOW! 


GIANT 
88- SALE! 


the NEW utter #88 Assortment 


This self-service sales magnet is loaded with 
popular, wanted tools—screwdrivers, pliers, files, 
hammers, chisels . . . etc., each in a strong 
“see-thru'’ vinyl pouch . . . high-profit items at 
88c retail. 

GET this fast-moving assortment . 
brimful, and just watch ‘em go! 


ORDER or RE-ORDER TODAY! 


« « KEEP it 


World's Largest 
Producer of Unbreakable 
Amber Handle Tools 


Fuller Products are made in US.A., England and other countries, of the highest quality materials, by skilled 


craftsmen . . . designed for service . . 


. and rigidly inspected to preserve Fuller Quality and Reliability. 
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UPDATED & NEW 
HARDWARE FIRMS 


CALIFORNIA 


LOS ANGELES — Superior 
Hardware Supply at 7580 Mel- 
rose Avenue moved recently 
from their former location at 
860 N. Fairfax. The new store 
is much larger, according to Lou 
Weintraub, owner. The store 
has complete stocks of paints, 
plumbing, tools, electric wares, 
garbage disposers, and hard- 
ware of all kinds. 


OREGON 


OREGON CITY—Boyds 8&8 
Center opened here in June by 
Boyd Baldwin who owns a simi- 
lar store in the St. Johns dis- 
trict in Portland. The store fea- 
tures hardware, housewares, 
gifts, toys, jewelry, apparel and 
novelties with nothing selling 
for more than 88 cents. The 
first 50 women who entered the 
store received 88 cents worth of 
merchandise free and everyone 
received a ball point pen free. 


WASHINGTON 


BREMERTON — Todd Hard- 
ware opened in June at new 
quarters, 123 Pacific Avenue. 
Each visitor received a gift and 
balloons were given to children. 
The new store has much more 
space than the previous one. It 
has an all-glass front and a wide 
stairway leading to a mezzanine 
which will be devoted to a year- 
round salesroom for toys, tri- 
cycles and children’s cars. Spe- 
cial demonstrations of ceramic 
ware, appliances, paint prod- 
ucts, power tools and garden 
products were held. Charles C. 
White, owner-manager, said 
that future plans include a patio 
shop next spring, a line of closet 
hardware and enlargement of 
the dinnerware department. 


COMING IN SEPTEMBER ... 


Christmas Preview Section 
and 
Fall Merchandising. 
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PETERS 


means 


to your customers! 


That's why it pays to 
stock, display and push the 
entire power-packed line of 


PETERS “High Velocity” 


sporting ammunition. 


PACKS THE\ POWER 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 
“High Velocity” is a trademark of Peters Cartridge Division, Remington Arms Company, Ine. 
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Are You Losing Money On Screws 


Due To Your Failure To 
Face These Facts? 


Question: Why is the Southern Screw line worth more to whole- 


salers and retailers? 


Answer: Because the Southern line has more built-in, pre-sold, 


resale power than any competitive line. 
Question: What do you mean by “resale power’’? 


Answer: Any product that has features that make it sell faster, 
at more profit, to customers that will return to buy 


more of the same product, has “resale power”! 


Question: What if I can buy another brand of screws 10% 


cheaper? 


Answer: You still lose money because the purchase price of 
the so-called “cheaper brand” does not include the 


exclusive features of Southern fasteners. 
Question: Like what? 


Answer: Like the copyrighted EZ to C® Label system on 
Southern’s attractive package .. . Like the widest 
range of sizes and items . . . Like free literature and 
technical information for customer service . . . Like 
the pre-selling Southern does in national consumer 
and trade magazines . . . Like Southern quality that 


brings customers back for more Southern Screws. 


Question: Where can I get more details about how Southern 


Screws can be profit items for me? 


Answer: Simply wire, phone, or write on company letterhead 
to Southern Screw Company, P. O. Box 1360, States- 
ville, North Carolina. Ask for our new Package List 
Price Catalog P-1 showing in actual colors why the 
Southern line is really going places—and why you 


should go along too. 
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“Now, I’ve got a complete in accessories... and my customers know it!” 





NEW from Swar 


NEW \WASHING MACHINE 
ACCESSORY 


SUPER MART Make $26.56 Profit on 
this Washing Machine 
Accessory Super Mart! 





Colorful merchandiser sets up fast. Takes 
little space. Handles 95% of your customers’ 
requests for washing machine hose and ac- 
cessories. Simplifies stock control... keeps 
items organized and displayed . . . permits 
self-selection by your customers. What’s it 
cost? Just $49.06. 


What’s in the package? 

20 Utility Hose ..... “a aladica:¢ a 

12 Drain Hose .... eee ere! 

6 Master Water Mixers ie Pelbecaraie 8.94 

12 High Pressure Inlet Hose .......... 35.40 
WORN INNOIID fe okt widicrdes ee .$75.62 


Call your jobber—he’ll set you up right in 


the profitable washing machine accessory 
the produtts.. 


You can (usal business this week! 


New SWANSEAL Weather Strip .. . a real fall profit-maker! 
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Hickory handles shaped for firm grip, clear 
lacquered and securely wedged. Perfect bal- 
ance. Alloy steel heads precision hardened and 
tempered. 5 new models of top quality claw and 
rip hammers — 6 new popularly priced ball 
pein hammers. Finest alloy steel heads. 


BRAND NEW SQUARES 


Accurate, well-finished squares with 
double hairline level and cat's eye 
vial. Hardened, spring-held scriber. 
4 types...12” and 6” ... including 
special promotion-priced square list- 
ing at only 99¢. 


FINEST FOLDING RULE 


vr 


Large, easy-reading numbers. ),” graduations 

on all four edges. Smooth-working brass-plated 

joints. Extends to 6 ft., plus 6” brass slide for 

inside measurement or depth gauge. No. 160 
. list price $2.50. 


NEW Ball-Bearing 
DRILL at only $29.95 List 


High performance — low price! New 4” drill 
has ball-bearing armature for extra power and 
smooth operation. Full 2.7 amp. rating. 2250 
RPM gearing for high torque. Full-grip side 
handle, 7 ft. 3-conductor cord. Direct-drives a 
wide line of inexpensive attachments. A real 
bargain for professionals or home hobbyists. 


& Y STEEL MEASURING TAPES 


THAT “MEASURE UP” 


Flexible 344” white-faced steel, inches and frac- 
tions in black, 16” stud markings and quick- 
reading foot figures in red. 50 ft. and 100 ft. 
lengths. Deluxe models with steel case. Easily 
refilled. Standard models with plastic case . . . 
cost less than the usual price of a refill. Pack- 
aged in handsome, hang-up display boxes. 


STEEL PIPE REAMERS 


Remove burrs from end of pipe, countersink or 
enlarge holes in sheet metal. Bit brace shank. 
Fast sellers to plumbers, electricians, tinsmiths. 
Three sizes. Fit pipes ¥” to 1”, 4" to 1%” 
and %4” to 2”. Selected alloy steel. 


QUik- BIT ser® 


No. 4006 BIT SET 


Plastic pouch with “hang- 
up” holes contains popu- 
lar selection of six bit sizes 
¥%”", Vy", 56”, %”, %” 
and 1”. List price $4.25. 


CUT-OFF 
SAFETY BLADES 


Resin-bonded with 5g” arbor holes. Cut tile, 
pipe, cinder block, concrete. 6”, 7” and 8” 
blades for both non-ferrous metals and masonry. 


COMPACT saan nee ms 8208 
MERCHANDISER ; 


No. 1678, complete assort- 
ment of blades to fit all 
standard electric saws. Dis- 








vwerrrry 
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NEW QUIK-BITS 


Priced for volume sales. Hex 
shanks for slip-proof drive. Fit 
any %” or larger chuck. Each is 
carded for self-service and dis- 
play. Six popular sizes ranging 
from %” to 1”. List price $.69. 


HEAVY DUTY 


Lg POWER BITS 


Bore big holes easily — cut through 
ordinary nails or other obstructions. Fit 
any 3%” or larger drills. No. 838 Series 
— 8 sizes from 5g” to 1%)”. Accessories 
include Quick-Change Chuck, 14” Ex- 
tension, and Shank Adapter for use 
with 4” drills. Depth of cut is 7” 


play free. List price of 12 
blades contained, $54.25. 


POWER BIT MERCHANDISER 


No. 8380, eye-catching, FREE display. 
Hard maple demonstration block drama- 
tizes bits’ tremendous cutting power. 


NEW UNIVERSAL LATHE 


MILLERS FALLS 
pgele) 5 


SINCE 
1868 
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No. 2180 
$34.50 List 


The low-cost way to produce high quality woodworking. 
Packed with superior sales features. Turns work up to 8” 
in diameter and 30” long. Can be powered by any drill 
or motor with at least 4 H.P. Particularly suited for use 
with the famous ‘888’ Power Unit. Many accessories. 
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TWINKLE 


The homemaker's 
favorite. Sturdy 
plastic bristles in 
white or bright 
assorted colors. 
Retail 49c. 





BRANT 


Economy choice. Palmyra 
bristles in tumbled wood 
block. Retail 39c. 


GOOSE 


For the tough jobs. Gen- 
vine OXCO Palmetto 
fibre bristles give long 
life on cement, stone, 
brick, etc. Retail 85c. 


MATE W.T. 


White tampico bristles in 
pointed block. A steady 
seller at 39c. 


TIGER 


Square block with 70 
tufts of white tampico 
for long life and effi- 
cient action. Retail 59c. 


MEET US AT THE 


ye 


OxXCcoO 
SCRUBS 


ACK up 


STEADY SALES 


Let’s face it. There’s not much romance in a scrub 
brush. People need ’em, they buy ’em. They wear 
"em out, they come back for another. 


That’s the way with Oxco scrubs. They just lie 
there . . . and sell! Small investment, small space, 
big turnover. Your customers get top value when 
they buy Oxco.. . you get top dollar volume. 


No, there’s nothing romantic about an Oxco scrub. 
The excitement’s in the sales story! 


Oxco 


OX FIBRE BRUSH pv eg aan INC. 


PRtoraicn MARYLAND 
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Merchandise Now In The News Ee 








PASTRY CUTTER-SERVER cuts 
and serves pie, cake, pizza, meat loaf 
and other foods. Two stainless steel 
blades set at right angles, one to slip 
beneath, other to slice down, makes 
serving easy. Spring-tension-adjusted 
Durez handles for long life.—Foodco 
Appliance Div., Kitchen-Quip, Inc. 
For Details Circle 90 on INQUIRY CARD 


FLEXIBLE WEATHER STRIPPING 


in grey vinyl. Developed for doors 
and windows, manufacturer states that 
it will not shrink, crack or fade. In- 
dividually packaged in 18-foot lengths 
with rustproof nails included. Counter 
display merchandiser holds 16 packs 
of stripping.—Swan Rubber Co. 
For Detalls Circle 93 on INQUIRY CARD 
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“DUSTALL” YARN DUSTER, color- 
ful all-purpose household duster. 
Filling is soft, flexible yarn in choice 
of grey or yellow. Laquered hard- 
wood handle has ring for hanging. 
Overall length is 13-3/16 inches. 
Packaged individually in polyethylene 
bag. Can be displayed hanging.—Ox 
Fibre Brush Co. 
For Details Circle 91 on INQUIRY CARD 


WING SCREWS of zine alloy. Ideal 
for use as hold-downs, clamps, or set 
screws for Christmas tree stands, out- 
door furniture and play equipment. 
Thread size is from No. 6 through ', 
inch. Length of screws range from 
VY, to 134 inches. Available in brass, 
nickel and other finishes.—Gries Re- 
producer Corp. 
For Details Circle 94 on INQUIRY CARD 
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DOOR LATCH for screen door bumps 
open when hands are full. “Bump-it,” 
combination door latch and door-wide 
bumper bar, has built-in latching 
mechanism that is said to be fool- 
proof. Built of anodized aluminum and 
stainless steel for wood or metal 
storm-screen door.—Hiawatha Metal- 
craft, Inc. 
For Details Circle 92 on INQUIRY CARD 


MOBILE ATTACHABLE TABLE 
LEG for do-it-yourselfers. Round 
tapered caster leg of hardwood with 
two-inch clear plastic wheel. Legs 
come sanded ready for finishing, or 
prefinishing in blonde, black, Mahog- 
any or Walnut. Nine sizes are avail- 
able ranging from 314 to 31 inches.— 
Dennix Products Co. 
For Details Circle 95 on INQUIRY CARD 


HARDWARE WORLD 





For additional information on 
any item shown on these 








pages, please circle number 








on the Reader Service Card, 
facing Page 50 in this issue 


LOW BOOKSHELF holds tall books. 
Square steel tubing supports three 
shelves 914 in. deep. Overall height 
is 27 in. Bottom shelf is a full 12 in. 
high, and 10 in. on second shelf. Avail- 
able in walnut with tan trim, and 
ebony with brass colored trim. — 
Hamilton Cosco, Inc. 
For Details Circle 97 on INQUIRY CARD 


BENCH VISE for home craftsmen is 
full-size Jaw is 3% in. wide and 
opens 3'¥, in. Built of high tensile 
grey iron and machined. Finish is 
hammered silver color. Vise has fixed 
pipe jaws for 4% to 1 in. pipe. Pic- 
tured model turns 180°. — Milwaukee 
Tool & Equipment Company. 
For Details Circle 100 on INQUIRY CARD 
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CHILDREN’S SWING can be re- 
paired or built with Acco Swing Chain 
Kit. Each kit contains two pieces 
zine plated chain 10 ft. long, four “S” 
hooks and two nylon bearing hangers. 
Packaged in colorful polyethylene bag 
for impulse buying.—American Chain 
& Cable Co. 
For Details Circle 98 on INQUIRY CARD 


BREAD BOXES WITH ADDED fea- 
tures. Square design with hardwood 
slicing board built into each door 
and handy removable inner shelves 
are some of features. Boxes are avail- 
able in chrome, stainless steel, all 
enamel and enamel with chrome trim. 
—Lincoln Metal Products Corp. 
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VINYL WEATHERSTRIPPING in 
18-ft. lengths. Plastic stripping is 
complete with tacks and easy-to-fol- 
low instructions. Packaged in poly- 
ethylene bags. Available in grey and 
white.—Dennis Mitchell Industries. 
For Details Circle 96 on INQUIRY CARD 
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ELECTRIC FOOT MASSAGER can 
be demonstrated to shoppers in store. 
Molded to fit the arch and angled to 
be used in standing or sitting posi- 
tion. Machine is said to give profes- 
sional-style massage at home. Size 
of unit is 9% x 11 in—John Oster 
Manufacturing Co. 
For Details Circle 99 on INQUIRY CARD 








HIGH-FASHIONED LIGHTING FIX- 
TURES designed exclusively for the 
12 Western states. Pictured. are four 
of the new designs. Complete line 
is called “San Marino.” New ma- 
terials used are vinyl bubbles, Ta- 
hitian reeds, and crystal-ice—Thomas 
Industries, Incorporated. 


For Details Circle 102 on INQUIRY CARD 
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NEW PRODUCTS — Continued From Page 13 





IMPROVED ROLLER VISE 


Using a roller instead of springs, the 
Abernathy Roller Nut vise uses the 
weight of the roller for mechanical 
action. Rapid acting wood working 
vise will not lose tension and release 
the work. Manufacturer states that 
factory and school shop test prove 
action under abuse.—Abernathy Vise 
& Tool Co. 

For Details Circle 106 on INQUIRY CARD 


Here’s superiority...you can 


ALUMINUM ADHESIVE 


No heat or pressure, and hardens in 
two hours is just one of the many 
claims for a versatile aluminum ad- 
hesive. It bonds aluminum, iron, wood 
or glass to itself or each other per- 
manently. Repairs can easily be made 
of aluminum or wood furniture, tools, 
pots and pans, boats or toys.—Devcon 
Corp. 
For Details Circle 107 on INQUIRY CARD 


measure! 


Precision Measu ring Tapes 


scale up profits, 


Styled to sell on sight, provide 
greater customer satisfaction, 
the complete ATLANTIC line offers 
a wide range of 20 models and 
sizes. Feature and display them 
for extra impulse sales! 


ATLANTIC DELUXE 
TAP ES — Superior performance, 


greater durability, the most beauti- 
ful and functional tapes on the market 
today! Triple Chrome-plated cases 


Keer 


Also available: 


ATLANTIC STANDARD TAPES 


The economy-priced tapes that offer your 

customers the greatest measure of value 

on the market today. 

© S—6, 8, 10, 12 ft. in chrome case—Y/2” & 
Yq" blades 


© P—25, 50, 75 and 100 ft. in plastic case— 
Ye” blades 


© A—5S0 & 100 ft. in chrome case—%” blades 
And: 
TLANTIC THIN TAPE 
© DT—6, 8, 10 ft., ¥4” blade. 
Look for announcements of exciting 
new products and profit-making deals! 


\ 
4 


Order from your Atlantic sales repre- 
sentative, or write for new low 
price lists to: 


PVF LITA Industrial Corporation 


91-97 West Runyon Street « 


For Details Circle 12 on INQUIRY CARD 
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Newark 8, N.J. ° 


Deluxe 


DRB—50 & 100 Ft., 3,” blade 

* Engineer's hook 

* Red and black ft. and in, markings 
* Individual belt carrying case. 


D—6,8, 10 & 12 Ft., 1/2” & 3,” blades 

* Inside-outside measuring clip 

* Red and black ft. markings 

* Available in plastic carrying case or 
individually-carded 


Bigelow 3-5000 








“RAKE OFF” keeps garden rake at 
proper height on lawn. Manufac- 
turer states the wheels are easily 
attached and adjusted. Eliminates 
tearing and pulling of grass. — By- 
strom Bros., Incorporated. 

For Details Circle 103 on INQUIRY CARD 


FREEZELESS YARD HYDRANT 
features balanced valve. Operate 
valve by lowering and raising hydrant 
head. Will lock in any position for 
adjustable flow rate. Valve is buried 
2 to 8 ft.—Williams Products Co. 

For Details Circle 104 on INQUIRY CARD 
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WALL - CLEANING APPLICATOR 
uses circular sponge and_ brushes. 
Fluid is applied by squeezing dia- 
phragm on hollow handle. Portable 
tank is detachable. Brush handle also 
holds fluid—E. R. Wagner Mfg. Co. 
For Details Circle 105 on INQUIRY CARD 
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COTTER PINS 


“NAT” STANDS OUT 


with uniform high quality 


You sell satisfaction when you sell National fasteners. Rigid quality control assures 
uniformly satisfactory performance of all products in National’s most complete line. 
This product superiority is reflected in National’s smart red and black packaging. It 
can brighten your fastener shelves and make your stock handling easier at the same 
time. Labels are color-coded for at-a-glance identification and printed for quick off- 
the-shelf selection of the size the customer wants. 
Standardize on National fasteners—you’ll always be 


sure that this most complete, high-quality line will Cr, 
stand out in product performance and sales appeal. / ationa a 


Ask Your Distributor... He Knows 


HOISTS | 


Fy > Lf. y 
NATIONAL SCREW & MFG. CO. OF CAL. bp cnesrer fh | Vi 7- 
i ly 


3423 So. Garfield Ave., Los Angeles 22, Cal. 
Div. of The National Screw & Mfg. Company, Cleveland 4, Ohio 
For Details Circle 13 on INQUIRY CARD 
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REVERE’S 
FALL HOMEMAKERS HARVEST 


of nationally-advertised specials 


REVERE WARE 


10” Revere Ware Skillet (#1450) regu- $ 838* 
larly $10.95 

On for 

P10) September/ October, 

Yoh 1959 6 


3-pc. Revere Ware Mixing Bowl Set $ 19* 
(#943) regularly $6.95 


PATRIOT WARE 














HORN-OF-PLENTY KIT 


A big, planned-in-detail package for you! Ad-mats, 
radio/TV scripts, direct mail, traffic-pullers. Jam- 1Ya-qt. Patriot Ware Sauce Pan $ 49* 
crammed with ideas for displays, special events and (4440142) regularly $6.25 


demonstrations— everything! 


*Recommended retail August 1 through October 31, 1959 only 


TIE IN this Fall with REVERE’s ‘‘close-to-the-market" advertising program in 

THIS WEEK, FAMILY WEEKLY and other local papers. Real retail flair! & ¢N 
Plan your promotions carefully ... around these profit-packed specials... Gi Ro * 
to move all your Revere stock fast. Check your Revere Representative now. © R 


Or write to * PATRIOT * 


REVERE COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, New York * Clinton, Illinois * Riverside, California 
For Details Circle 14 on INQUIRY CARD 
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ANNOUNCING... 


NEW RPerers 


“HIGH VELOCITY” CARTRIDGES 


These amazing new cartridges will 
bring a new, big demand from hunt- 


ers and shooters. Heavy national 
advertising in leading magazines will 
be directed to your customers through- 
out the year. Stock up now and get 
set for the biggest “22” year you 
have ever had! 





NEW BULLET FEATURES: 


@ Bright, distinctive golden color 
@ Cleaner to handle 


@ Special composition plating provides hard, 
smooth bullet surface 


























@ Protection from extremes of heat and cold 

@ Won't collect lint or grit 

@ Ideal for small game and pests 

e@ Redesigned Hollow Point bullets 
give more uniform mushrooming 

@ Plus the flat trajectory, smashing 
knockdown power and exclusive 
‘‘Rustless’’ priming features of famous 
Peters ‘‘High Velocity” sporting 
ammunition 


Niue, /1. Maree veer 


Bright, attractive packages 
feature the new Peters 
“High Velocity’ 22's with 
“golden” bullets 


Dealer counter cards and win- 
dow banners featuring new 
Peters ‘High Velocity’ 22's are 
now available. Address requests 
for counter cards and banners 
to: Sales Promotion, Peters 
Cartridge Division, Reming- 
ton Arms Company, Inc., 
Bridgeport 2, Conn. 





Available in: 
22 Short, 22 Long, 22 Long Rifle 
22 Short Hollow Point 
22 Long Rifle Hollow Point 





“High Velocity,” ‘“Rustless,”’ are trademarks of Peters Cartridge Division, 


Perers Pacxs THE PoweEr! PND 





Remington Arms Company, Inc., Bridgeport 2, Conn. wee nar or 


: Form No. AP 12 Printed in U.S.A 





K-V 858 SLIDING DOOR HARDWARE. 
Years of trouble-free operation. Every- 
thing for simple installation in compact 
package. Fits ¥/,” and 134” doors 








K-V 2 EXTENSION CLOSET ROD. For EZY-FOLD CONCEALED HARDWARE. 
shallow closets. Quickly installed. Won't Keeps doors of any weight from sagging. 
sag even under heavy loads. Sizes 18” Adjust with hardware in place without 
to 96”. Bright nickel plate, removing doors or trim, 


(f} iy 


© 
K-V 724 Portable Loop Shoe Rack 


KER 


K-V 789 Adjustable Floor Shoe Rack 





K-V 1 Clothing Carrier 


For closets and kitchens 


K-V 1 CLOTHING CARRIER. Virtually 
doubles closet space. Easily installed. 
Brings a whole wardrobe into easy reach. 
10” to 48” models. 


KV gives you more of what you're looking for! 


¥ Top Quality 4 Easy Installation 4 Trouble-free Performance 


...and the best known line in the business! 


K-V KITCHEN FIXTURES. Homemakers 
love the way K-V kitchen fixtures keep 
towels, cups and pans right at hand, but 
neatly out of sight 


With an eye to more efficient use of space, more and more 
builders and contractors are specifying K-V Closet and Kitchen 
Fixtures, and sliding and folding doors installed with K-V hard- 
ware. They know these top quality fixtures are easy to install, 
provide scores of years of trouble-free performance and give 
homes strong customer appeal. Ask your K-V sales repre- 
sentative for the complete story on K-V fixtures and hardware. 


K-V 790 DISAPPEARING PAN RACK K-V 255-256 SHELF HARDWARE. Mounted 
Holds 14 pans, strainers, etc. Slides out at flush or surface. /.” adjustment. Gives 
a touch. Fastens to underside of cabinet perfect alignment. 24” - 144” lengths. 


Length 20”; width 5'/,”. Bright chrome Nickel or bright zinc. 


K-V 793 DISAPPEARING TOWEL RACK. 
Towels slip over ends of three chrome 
bars. Ball-bearing carriage. Side mounted. 
5” wide; 20” long. 


FIXTURES 


K-V 790 Double Row Pan Rack 


adjustable sheif hardware, drawer slides, 
closet and kitchen fixtures, and Handy 
Hooks for perforated board. 


E Wiis Manufacturers of a complete line of 


K-V 255-256 Shelf Hardware 


KNAPE & VOGT MANUFACTURING COMPANY, crana Rapids, Michigan 
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fore fixtures are 
our business 


Weber’s 60-year leadership in the retail fixture 
field has done much to make modern hardware 
merchandising. As shown here at James Biddle’s 
Burbank, California, store, Weber’s beautiful, 
all-metal DISPLAYLINE fixtures create a 
“store sales personality.” 


SECTIONAL WALL SHELVING 
gains maximum use 
of every inch of wall space. It’s 84” high, with 
adjustable shelves in widths 10”-22”. Paints, small 
appliances, housewares, hand tools and 
miscellaneous small items show on DISPLAYLINE 
to their finest advantage. 


SECTIONAL GONDOLAS 
come in five widths and 
three heights, with adjustable shelves in widths 
10”-22”. Merchandising end units are optional. 


COMPLETE MERCHANDISING ACCESSORIES 
for every hardware department come 
with DISPLAYLINE. 


COLOR 
plays an important role in impulse selling. 
DISPLAYLINE sections come in eight satin- 
finish enamel colors, hi-baked to insure long life. 


COMPLETE PLANNING 
is a valuable Weber service. 
We'll plan a store that will fit your budget, 
make you and your sales personnel proud, give 
your store a personality, and help you 
reach your sales potential faster. 


WEBER SHOWCASE & FIXTURE CO., INC. 
Factory Sales & Service » Store Fixture Division 
1367 South Figueroa Street + Los Angeles 15, California 


Please send me more information about Weber's 
DISPLAYLINE Store Fixtures. 


STORE aie 
FIXTURE firms 
DIVISION address 

city — 
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Make Extra Profits Selling 


DYER E-Z- PLY SCOTCHLITE 
LETTERS, NUMBERS 





Stock Dyer’s letters and numbers today! Ideally suited a 


for identifying mail boxes, numbering boats, and 


making all types of signs. They come in two sizes a _Dyer E-Z-Ply fis. 


(1 ¥2‘' and 3"), are waterproof, will reflect light at 
night, and are easy to apply. Just remove the backing 
and press into place. 

Display Dyer E-Z-Ply Scotchlite letters and numbers 
along with your U.S. Steel Mail Boxes. 


254600890 

pABCDEFGHIJ 

KCMNOPORST| 
UVWXYZI 


SCOTCHLITE 
REFLECTING Gp 
NUMBERS & LETTERS ~~ 
byt hs plea mann 


The quality RFD Mail DDG 
Box made by U.S. Steel. = — , 
VIN OWA Sule 


{ 


Order direct from your jobber 


or write to Dyer Specialty Company, 


itti 7 lif. # 6-380, 1’ letters and numbers: 
Box 1054, Whittier, Ca sei 
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NOW...GET RURAL SALES DELIVERY 


WITH THE WEST’S MOST POPULAR MAIL BOX 











Now, in Decorative Carton! 


For years this quality RFD Mail Box by United 

States Steel has been your best seller to rural and 
suburban customers! No wonder! No other mail box 
offers them all the features they look for. 








IMPORTANT! 


Sales-incentive letters and numbers that are 
waterproof and reflect at night are now avail 
able. They are 114 inches high, more than 
complying with the Post Office Department's 
regulations. They’re also easy to apply...you 
simply peel off the back and press into position. 
Display and push them as a companion sale 


Over 12,000 retailers 
are now Selling with the 
STEELMARK! Write us 
for your free kit today 
Big Sunset Magazine ads will back your sales! Order USS RFD Mail Boxes 
and new Reflective Se/f-Sealing Letters from your hardware jobber now. 


United States Steel Products 
Division of 


5100 Santa Fe Avenue, Los Angeles, California « 1849 Oak Street, Alameda, California 
For Details Circle 19 on INQUIRY CARD 
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DIAMOND —- TREAD 


R-V-TEX 


Carpet Runner 


NEW, Raised Diamond-Tread pro- 

Lon duces “Squeegee-Like” action when 

Your Season’s eee Sar e "“ Ay PS AS) stepped on—actually scrapes dirt 
Requirements of R-V-LITE Pe as A , and moisture from shoes! 

Flexible Window Materials cco ass A) 7 


and get this ' 
49er Display Rack <= Lies flat and stays put—embossed 


4 00 , underside grips carpet; can’t curl! 
only 


Resists ripping yet cuts to size with 
with $49 order for any scissors! 


R-V-Lite materials ok 


~~ SUGGESTED 35¢ PER 
CEL-O-GLASS—finest galvanized wire mesh, heavily coated RETAIL PRICE LINEAL FT. 


with clear acetate plastic. #800 CW 15 mesh and #300 
CW 10 x 9 mesh both in 28’, 36’ and 48’ widths; 50’ 
and 100’ lengths } 
RVAITE Aleman Medh~Two lovers. of hewvy, wane runners—and only Arvey has it! Be sure you stock 
parent acetate plastic fused over 4 x 4 mesh rustproof, it for extra sales and profits this fall! R-V-TEX 
corrosion-proof aluminum wire. #700W—36” wide, in 50’, ‘ : 
150’, 300’ lengths, gives real stormy weather protection to rugs, 


R-V-LITE Green Cotton Mesh—Strong twisted cotton '4’’ carpets and floors. Resists oil, grease and most 


mesh, bonded between layers of clearest, tough acetate id 4 I sli lid Cl i 
plastic. High tear resistance. #100C—36" wide, in 50’, acids—won't curl, slip, slide or tear. Cleans easily 


150’, and 300’ lengths. 


Deeply embossed pattern traps 
more water, snow and dirt! 


NOW! The first real improvement in plastic floor 


by shaking out or vacuuming. 


Storm-Lite Storm Window Kits 
Packed tn eye-stepper, self-selling Order From Your Hardware Wholesaler 


K 847 Lire packages. Each kit contains every- 

P| thing needed for window: #24SL 

| — Ingle Strength; #24SLH — 
Os Double Strength. 36” x 72”, 





Bd crane tee pee ARVEY Cor PORATION 


Individually packaged. Converts Since 1905 ® CC) 


screen door into snug storm door. 
Fits nearly any standard screen 


door. #12KD. 


3500 N. Kimball Ave., Chicago 18, Ill. 
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oli: CABINET PNG if 
Doors ‘ 
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10 UNITS vi41 
uF LUSH PULLS 


a You don’t have to open boxes to be sure of what’s in- 

No [| ASSI I] side when you sell National of Sterling. Your clerks— 
and customers—know at a glance what’s in stock. 

National’s bright blue Picto-Graphic labels tell exactly 


a ” 
) what’s inside—what item, what size, what finish. That's 
si A why so many dealers are joining the swing to National 


of Sterling. It’s decimal packaged, too, 
WITH NATIONAL’S PICTO GRAPHIC for easier inventory control. 


CARTON LABELS WRITE FOR FREE CATALOG TODAY 
je 


NATIONAL MANUFACTURING CO. -** 
16908 First Ave., Sterling, Illinois 


NATIONAL\ 
\MFG. CO. \ 


——_—__—.) 
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WHY WE BELIEVE IN 
-STEP DISTRIBUTION 


A statement of policy by 
Pennsylvania Power Mower Division 


and ACCO Power Products Division of 
American Chain & Cable Company, Inc. 


This Fall, American Chain & Cable Company will introduce two lines of power mowers 
to the public. One will be marketed by the famous Pennsylvania Power Mower Divi- 
sion. The other will be sold by the entirely new ACCO Power Products Division. 


We feel that now is the time to re-state our firm belief in the policy of 2-Step Distribu- 





tion of consumer products. By that we mean—distribution from Manufacturer to Dis- 





tributor to Dealer. Therefore we repeat that our policy will be: 


@ To sell PENNSYLVANIA Power Mower products EXCLUSIVELY to hardware 





distributors and garden supply houses for re-sale to retail dealers. 





@ To sell ACCO Power products EXCLUSIVELY to distributors in the appliance, 





automotive and specialty fields for re-sale to retail dealers. 





HARDWARE WORLD 





We are convinced that this 2-Step Way is the most efficient, economical and successful 
method of distribution possible. For 3 important reasons: 


1. The nation’s wholesalers provide facilities and services of vital importance. Their 
services enable the manufacturers to market their products at the lowest possible cost. 
They make it possible for all of us—manufacturer, wholesaler and dealer—to share the 
full benefits of mass production. 


2. Today’s low-inventory, high-turnover sales methods make the function of the 
wholesaler invaluable. We therefore will serve you, Mr. Dealer, through the best 
merchandising distributors available. 


3. The ultimate test of any product is consumer acceptance. We are certain that a 
policy of 2-Step Distribution is the only assurance —ours and yours—of lasting cus- 
tomer satisfaction. 


Therefore we pledge: 


@ To sell top-quality PENNSYLVANIA and ACCO Power products to a limited num- 
ber of carefully selected wholesalers. 


@ To deliver the best product at the best price—with healthy profits for both dis- 
tributor and dealer. 


@ To back up our distributors and dealers with solid advertising and merchandising 
support. 


We recognize our dependence upon our distributors and dealers. We welcome the 


opportunity to publish this statement of policy for you, our business partners. 


hk te, Uaitthd Cp Blane 


M. R. WILSON ALLAN M. TINKER C. A. SHERA 
reneral Manager Sales Manager Sales Manager 
PENNSYLVANIA POWER ACCO POWER PRODUCTS 
MOWER DIVISION DIVISION 


ACCcO 


PENNSYLVANIA POWER MOWER DIVISION AND Acco POWER PropucTS DIVISION OF AMERICAN CHAIN & 
CABLE COMPANY, INC., BRIDGEPORT, CONN. ¢ PLANT AND DIVISIONAL SALES OFFICE, EXETER, PA. 
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WASHINGTON. 


—By N. 8. REGEIMBAL 


for WESTERNERS 





Chilton News Bureau, Washington, D. C. 


Federal Fair Trade Faces Bleak Future Unless 
Western Businessmen Organize Strong Support 


Western hardware dealers who support a new federal fair trade 
law are going to have to organize a strong grass-roots campaign 
along with dealers across the country if there is to be a chance of 


success. 


The fair trade proposal, which 
would replace embattled state 
fair trade laws with a national 
law, is running into tough ob- 
stacles at each turn. 

One Westerner, Vice President 
Richard Nixon (a legal resident 
of California and front-running 
candidate for the 1960 Republi- 
can Presidential nomination), 
has added his weight to the fair 
trade opposition. 

Mr. Nixon says that he be- 
lieves the pending fair trade 
measure represents a “danger to 
our economy.” 

“In my opinion, fair trade or 
price fixing is inconsistent in a 
free enterprise economy,” he 
says. When we are already con- 
cerned with high prices, fair 
trade “would contribute nothing 
to reasonable price stability or 
future economic growth,” he 
adds. 

Along with repeated opposi- 
tion of the Justice Department 
and the Federal Trade Commis- 
sion, there is a strong indication 
that the measure would be ve- 
toed by President Eisenhower if 
it passes this year or next un- 
less there is overwhelming and 
strong grass roots business sup- 
port. 

In June, the bill had cleared 


26 


the House Commerce Commit- 
tee. But it needed approval of 
the powerful House Rules Com- 
mittee—dominated by Southern 
conservatives who have never 
been friendly to fair trade—be- 
fore it could come to a vote. 

A Senate Commerce subcom- 
mittee held hearings on the mea- 
sure, but the picture darkened 
when the subcommittee chair- 
man, Sen. Strom Thurmond, D., 
S. C., praised a powerful op- 
ponent, Rep. Emanuel Celler, D., 
N. Y., for his bitter attack on 
the measure. 

* * a 

TRADING STAMPS are a 
cash discount and not a price 
cut in violation of either state 
fair trade laws or state laws 
outlawing sales of goods below 
cost . . . The U. S. Supreme 
Court rules that selective price 
cuts do violate such laws, but 
the use of trading stamps to 
achieve the same results do not 
. . . On another pricing front, 
the Justice Department and the 
Federal Trade Commission are 
opposing bills before Congress 
that would require a supplier to 
sell at a lower price to a whole- 
saler than to a retailer ... This 
mandatory “functional dis- 
count” legislation is contrary to 


the antitrust laws and would 
hurt small retailers, the agen- 
cies say. 

* * * 

FARM DEPRESSION isn’t 
materializing yet . . . Farmers 
through May received slightly 
more money from sales of their 
products than in near-boom 1958 
... Total sales in the first five 
months of 1959 totaled $11.7 
billion, 2 per cent above the 
same period last year... But 
U. S. Agriculture Department 
officials are still predicting that 
farmers will be worse off for the 
entire year of 1959 than they 
were in 1958 .. . Officials point 
out that prices are up some 3 
per cent over last year, and that 
higher costs and lower sales in 
the rest of the year will bring 
net—spendable—farm profits to 
about $1 billion below last year’s 
$13.1 billion. 

* ok * 

BUILDING BOOM is in high 
gear across the country, govern- 
ment figures show .. . Total con- 
struction hit $5 billion in June 
. . . President Eisenhower has 
signed a measure putting new 
life into the veterans’ housing 
program by boosting to 514, per 
cent the maximum _ interest 
lenders may charge. 

* * * 

WESTERN NOTES — Late 
spring storms and cool weather 
have improved prospects for ir- 
rigation water delivery in the 
Western states, U. S. Interior 
Department says... Congress is 
considering a study in the West 
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and elsewhere of the effects of 
various pesticides on fish and 
wildlife... Reduced budgets 
haven’t slowed the rapid rise in 
the use of state parks—up to 
237 million persons in 1958, a 
gain of 20 million. 





% £9 


WESTERNERS in the news| 
include Robert F. Buck of Se-| 
attle, new Deputy Administrator | 
of the Small Business Adminis- | 
tration, for financial assistance, 
and Eugene T. Van Vranken, 
new director of the General Ser- | 
vices Administration public 
buildings division in Seattle. 


April Fool Bargain 


POCATELLO, Ida.—Coleman 
Builders Supply store here got 
in the spirit of April Fool’s day 
by inserting an ad in the local 
newspaper advertising a special 





AMBOOB 
AKERS 


Cc 
ONLY.... Each 


JUST THE THING 
FOR THE LEAVES 
IN YOUR YARD 











sale of “Amboob Akers” for 
only 9 cents each. 

Naturally, ““Amboob Akers”’ is 
just a scrambled version of 
“bamboo rakes.” 

A firm spokesman said the un- 
usual ad with the odd wording 
attracted “a lot of extra atten- 
tion, and sold a lot of ‘‘amboob 
akers.” 

Several hundred persons vis- 
ited the store to pick up one of 
the April Fool’s Day bargains. 
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delivery and service! 


Vow the new Alvarado plant gives Cam bell Chain complete 
manufacturing facilities all across the country. This means real 
convenience for local commercial, industrial and automotive 
markets—right down to same-day or overnight shipment! The 
Campbell warehouse and factory facilities are organized in a 
nation-wide network—to assure you the best delivery and service. 





The complete Campbell line includes welded and weldiess chain in every size and grade. 


INCO PATTERN COIL CHAIN 

















PROOF COIL, BBB COIL, HIGH 
TEST STEEL AND CAM-ALLOY CHAIN 


MACHINE CHAIN—TWIST AND STRAIGHT LINK 








LOCK LINK PATTERN COIL CHAIN 


JACK CHAIN—SINGLE AND DOUBLE 
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COIL CHAIN—TWIST AND STRAIGHT LINK 
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Specifications are available for a// Campbell items 
from your Campbell wholesaler or write direct. 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Alvarado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlanta, Ga.; Dallas, Texas; 
Chicago, Ill,; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 
Mokers of Famovs CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





VIEW FROM MEZZANINE of floral displays on main floor. Newspaper ads 
and news item (below) promote interest. Follow-up ad announces door prize 
winners with a tag line on Spring clean-up. This is a good public relations idea. 
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A poor 
Flower Show, Garden Clinic 
At Merc This Week End 


GRAND prize — 
Winner: 


HOWTO 


By W. G. "BILL" NORBERRY 
Hardware Manager, 
Soledad Mercantile Company 
Soledad, Calif. 


OLEDAD, CALIF.—‘“A wide 
spot in the road” on Highway 

101—is 130 miles South of San 
Francisco, population less than 
3,000. Our store, Soledad Mer- 
cantile Company is one of the 
few remaining small-town gen- 
eral merchandise establishments 
left in this country. 

To provide an event of com- 
munity interest and to focus at- 
tention on our Garden Center 
our executive committee consist- 
ing of the five department heads 
agreed that a flower show and 
garden clinic might do the job. 

Arrangements were made for 
Charles Scull, Ortho’s Garden- 
ing expert to be our guest and 
gardening advisor on Friday 
and Saturday, May 8 and 9, 
just prior to Mother’s Day. A 
publicity release and photo of 
Scull was run in our local 
weekly paper, the Soledad Bee. 

We have a small town nine 
miles north, Gonzales, and an- 
other small town ten miles 
south, Greenfield. We prepared 
a printed invitation (1500 copies 
mailed) to the residents of Sole- 
dad, Greenfield and Gonzales in- 
viting our good friends and 
neighbors to submit entries and 
participate in the flower show 
and clinic. Two high school girls 
were employed for several “af- 
ter-school” periods addressing 
envelopes to all names in the 
three-town telephone directory. 
These invitations were mailed 
late in April to permit everyone 
proper planning time for their 
entries. We indicated that coun- 
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HOLD A FLOWER SHOW 


Community-Wide Event with Garden Clinic Huge Success 
in Small Town ... Tie-Up With Church Club Helped Bring 
in the Crowds . . . Flower Arrangements Displayed 
Throughout Garden and Hardware Departments... 
20 Door Prizes Created Interest 


try-fair type award ribbons 
would be used in judging the 
entries with blue—first, red— 
second, white—third, and gold 
for special mention or unusual 
entry. 

Invitations indicated that all 
types of entries were desired 
including potted plants, cut 


flowers, floral arrangements, 
trees, shrubs, etc. Also, mention 
was made of 20 door prizes of 


considerable value, drawing to 
be at five p.m. on Saturday, 
May 9. 

Every person entering our 
store for the two-day period was 


asked to sign a coupon making 
each person eligible for the door 
prize drawings. We planned to 
select garden supply items from 
our store stock as door prizes, 
and Ortho product, through Mr. 
Scull, offered several articles for 
prizes. In addition, word 
reached a wine company, who 
offered us three large bottles of 
wine, and a coffee company gave 
four large cans of coffee. We 
have a large grocery department 
so other of our suppliers offered 
a variety of food product mer- 
chandise which permitted us to 
make up five large cartons of 


mixed grocery products, each 
box having a retail value of 
about $12. With our own items 
of garden supplies such as rake, 
hoe, lengths of garden hose, 
hand tools and sprinklers, we 
were able to offer 20 fine, valu- 
able, gift-wrapped door prizes. 
The Grand or 21st prize was a 
10-foot children’s playground 
slide won by a grandmother 
with nine grandchildren. 

After all plans were made for 
this flower show and gardening 
clinic, we learned that the 
Women’s Society for Christain 
Service of our local Methodist 


CUT FLOWER ARRANGEMENT draws intent interest 
from one of the many visitors to the show. Flowers were 
displayed on counters. 


DOOR PRIZE WINNERS were announced with the meg- 
aphone after the public address system “conked out” 
during the drawing. 
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ORTHO 
~~ 


FERTILIZERS 


GARDEN EXPERT, Charles Scull, discusses gardening 


Church had also been planning a 
flower show. The writer met 
with the Women’s Society and 
proposed that they co-sponsor 
this Community event. Their 
plans included serving refresh- 
ments (to be sold at 25 cents 
per person) for the benefit of 
their Foreign Missions activi- 
ties. Needless to say, the ladies 
“jumped at the chance” to co- 
sponser a_ practically ‘“ready- 
made” event. Bridge tables and 
chairs (French sidewalk cafe 
style) were placed in and 
around the flower show for re- 
freshments. 

At our suggestion the Meth- 
odist Church ladies also acted as 
hostesses for the event along 
with the three ladies in our 
Hardware-Housewares Depart- 
ment. We were later informed 
by this Methodist Church group 
(they also sold home-made 
cookies, cakes and baked goods 
during the event) that they had 
raised the largest amount of 
money in any single event the 
group had held in recent years. 

Our local paper comes out on 
Thursday so our show and clinic 
was featured just the day before 
the show started. Our show 
started off at 10 a.m. on Friday, 
with entries “pouring in” until 
closing of entry time—2 p.m. 
The store was filled with people 
all Friday afternoon and eve- 
ning and all day Saturday. 

As indicated, we have a large 
establishment, a block long, and 
every department reported ex- 
ceptionally high sales during the 
two-day period. Of course, how- 
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problem. Booth 
was provided 
by Ortho. 
Tables placed 
along aisles 
(upper right) 
for refresh- 
ments sold by 
church group. 
Lavish display 
of flowers 
made_ possible 
by cooperation 
of store and 
exhibitors. 
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ever well planned a “hitch” will 
develop. Our loud speaker sys- 
tem broke down at 5 p.m. on 
Saturday just as the door prize 
drawing started and it was im- 
possible for any voice to be 
heard above the din in the store, 
with so many people present. 
Fortunately, a large megaphone 
used in window display work 
was at hand. The writer jumped 
up on the counter and was able 
to carry on the “broadcasting” 
of the door prize winners. 

Now back to Friday night, 
our store closed at 8 p.m. and 
judging started _ promptly. 
Judges included; Scull of Ortho 
Products, Neilsen of Bokay 
Nursery, Salinas, and Mrs. 
Margaret Jacobsen, Society Edi- 
tor and co-owner of our weekly 
paper, The Soledad Bee. To 
judge a large flower show of this 
sort and to do the job well, re- 
quired over three hours, and we 
might say nothing but compli- 


ments and the highest praise 
came to us from all sides when 
the judging was inspected by the 
general public on Saturday, May 
9. 

In a small community like 
ours, it would be very easy to 
generate hard feeling unless 
judging were done perfectly. To 
add color, interests and beauty 
to our garden show and clinic, 
we had invited Bokay Nursery 
of Salinas (25 miles distant) to 
set up a small but complete 
nursery stock (we had sug- 
gested they make all possible 
sales, since we did not have a 
nursery). This was practically 
all sold out at 5 p.m. on Friday. 
It was necessary to bring in 
from Bokay Nursery two addi- 
tional truck loads of nursery 
stock. This additional stock was 
practically all sold out by Satur- 
day evening. 

Our sales of Garden Center 

Continued on Page 32 
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Inventory, Advertising, Traffic Builds Volume 


Newspapers Get Most of Ad 
Budget .. . Bargains Offered 
With Adequate Back-Up Stock 


Reed's TeWinkle Hardware 
Costa Mesa, Calif. 


pd abst plus store traffic plus advertising 
—those are the elements that build sales vol- 
ume for Reed’s TeWinkle Hardware. In a city of 
about 25,000 population, the store, located in the 
downtown business district, requires the services 
of 10 employees to operate. Size of the store is 
45 x 100 feet. 

The hardware store was established in Costa 
Mesa, California, about 35 years ago. The origi- 
nal owner sold it 15 years ago and it was acquired 
over one year ago by the present owner, R. H. 
Reed. 

The original owner’s name is retained as part 
of the name of the store for reasons of identifica- 
tion, Reed explains. People who have grown so 
accustomed to the TeWinkle name that many 
would not identify it otherwise. 

The store is laid out in such a manner that 
customers can easily find what they are looking 
for, and more besides. This is accomplished in 
part by dividing the store into two main sections, 
with men’s merchandise on one side and women’s 
on the other. 


THE WOMEN’S EYES can see giftware merchandise 
through the corner windows and are often lured into store 
for something that catches their fancy. 
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Merchandise in which women are primarily in- 
terested, of course, is housewares and gift wares. 
These are displayed on the right-hand side of the 
store and also occupy the number one display spot 
in the corner window. The store maintains an 
inventory here of about $45,000 worth of mer- 
chandise. 

In general, Reed’s policy is to offer as wide a 
variety as possible and to keep back-up stock to 
the minimum. In franchise lines which are or- 
dered direct, of course, the store must maintain 
greater depth. Sales in housewares and gift wares 
account for about 55 per cent of the store’s total 
sales volume. 

Merchandise on the left-hand side of the main 
central aisle is general hardware, which accounts 
for the balance of sales. Most sales-productive de- 
partment here is paint, which accounts for 20 per 
cent of store sales. Reed credits much of this 
volume to the personal effectiveness of the head 
paint salesman. 

The principal check-out counter is located about 
mid-point of the store. This is a three-sided fix- 


THE MEN’S SIDE OF THE STORE is on the left where 
general hardware and tools are displayed. Advertising 
helps bring the men to this section. 
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FROM CORNICE TO CEILING is often waste space, but 
not in Reed’s TeWinkle Hardware where these shadow 
boxes attractively show off giftware items. 


ture located on the main aisle in the housewares 
department. The central location encourages traf- 
fic to all parts of the store. 

Another traffic-builder is the station located 
at the back of the store, where people may pay 
their telephone and gas bills. The cost of operat- 
ing this station is more than repaid by the num- 
ber of additional customers it brings into the 
store, the owner says. Many housewives, he points 
out, actually prefer to pay their bills in person 
despite the greater inconvenience of doing it that 
way. It gives them a chance to get out of the 
house and an excuse to go downtown. 

Reed’s TeWinkle Hardware spends about three 
per cent of its gross on advertising. This, the 
owner believes, is the best way to build up the 


PAINT DEPARTMENT appeals to women as well as men 
even though it is located in the men’s section at the rear 
on the left-hand side. 


sales volume he is aiming for. 

“We spend most of our advertising budget on 
newspaper display ads,” Reed says. “We select 
the items we advertise carefully so that we will 
offer merchandise that is well enough known to 
have wide sales appeal. Then, we reduce it in 
price enough so that customers will know we are 
offering a genuine bargain. 

“We also make certain that we have enough of 
every advertised item on hand to meet any rea- 
sonable demand. Nothing antagonizes a shopper 
more than to find that the item advertised has 
been sold out. Invariably, they suspect the mo- 
tives of the advertiser.” 

The owner has also found excellent results 
from wholesaler’s advertising circulars. 





How To Hold A Flower Show 


(Continued from Page 30) 


merchandise since May 9 have 
been about double the normal 


flower show 


and 


gardening 


rate for the period. We have 
been amazed by the interest in 
and purchase of garden carts, 
lawn mowers, hand tools, ferti- 
lizers, seeds, insecticides, garden 
spraying equipment and flower 
accessories since our show and 
clinic. We have successfully fo- 
cused attention in this three- 
town area on our Garden Center 
Department, the merchandise 
offered and services available. 
And as indicated earlier, every 
department of our store has 
benefited from this community- 
wide promotion. 

Our advice and suggestions to 
anyone with a Garden Supply 
Department would be: initiate, 
sponser and direct an annual 
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clinic! Be sure to interest your 
local newspaper in the event. 
Suggest that a member of the 
paper’s staff participate in the 
judging of the show. Be sure 
to have your insecticide-fungi- 
cide supplier take an active part. 
The door prizes are an excellent 
drawing card. Don’t forget to 
have some local church, school, 
P.T.A., service club or other 
community group act with you 
as co-sponsers of the event. They 
can “beat more drums” and 
create more interest and enthu- 
siasm than you can do alone. 


COMING IN SEPTEMBER... 
Christmas Preview Section and 
Fall Merchandising. 


“Sure that's our ad on paint at 25 cents 
a gallon, but check the date on that 
paper, June 7, 1924!" 
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FASTENER 
GONDOLA 
SELLS ... 


More Bolts and Nuts 
on Self-Service Basis 


San Bruno Paint & Hardware 
San Bruno, California 


fastener merchandis- 


. 
ing display “gondola,” intro- 


duced for the first time last 
year, is helping a San Bruno, 
California, hardware store sell 
more fasteners, particularly 
those in the larger sizes. 

The basic plan for this four- 
shelf fastener merchandising 
gondola includes adequate space 
for all hardware store sizes of 
hexagon bolts, carriage bolts and 
lag bolts. The gondola is de- 
signed so that it can be installed 
separately, side by side or back 
to back, with space for optional 
fastener items and related prod- 
ucts, and can fit the floor ar- 
rangement of new, remodeled or 
older type hardware stores. 

Prior to the installation of 
this unusually versatile four- 
shelf selling unit, Henry Jayne, 
manager of San Bruno Paint & 
Hardware, had difficulty dis- 
playing his larger size fasteners. 
These were usually kept in his 
stockroom and brought out only 
when asked for. 

San Bruno Paint & Hardware 
serves the rapidly growing pe- 
ninsula area south of San Fran- 
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HENRY JAYNE (right), manager of the San Bruno Paint & Hardware, helps 
customer select a bolt from his fastener display gondola. 


cisco. It is a good example of 
the serve-yourself retail hard- 
ware store. All of its 8000-odd 
hardware items are displayed 
where they can easily be seen by 
customers. They feel that they 
can wait on themselves without 
the aid of a clerk. In many 
cases, this situation makes for 
more sales. 

Jayne has been careful in the 
arrangement of his wall and 
floor merchandise display sec- 
tions, not only to cut down on 
excess storage space usually 
needed for stock, but also to 
make sure that his merchandise 
is displayed so that related 
products are close at hand. 

The orange and black fastener 
display gondola has fitted in 
very nicely with the merchan- 
dise display units. In comment- 
ing on it, Jayne stated: “As long 
as we continued to ‘hide’ the 
larger fasteners in boxes and 
bins in the back room, they nat- 
urally wouldn’t sell. This situa- 
tion just didn’t fit in with our 
overall merchandising plan and 
created a real need for a color- 
ful, self-service type of unit such 


as the one we have obtained 
through Bethlehem Pacific. It 
wasn't long after this fastener 
gondola was installed that our 
fastener sales picked up. We 
feel sure our sales of fasteners, 
displayed in this unit, will con- 
tinue to increase as time goes 
on.” 

With an overall dimension of 
50-in. in height, 48-in. wide and 
18-in. depth, the gondola has 
space for up to 88 boxes of back- 
up stock. The 12, 14, 16 and 22- 
in. shelves are easily adjustable 
to desired heights and bin ar- 
rangement. The gondola was de- 
livered to the store with com- 
plete assembly instructions. It is 
also possible to get more display 
space by using a punched sheet 
steel pegboard type header strip 
which measures 12-in. high and 
48-in. in width. This header al- 
lows packaged fastener items to 
be suspended from steel pegs 
which are attached by clips to 
the header board. 

Bethlehem Pacific’s fastener 
gondola is available through 
fastener jobbers and distribu- 
tors in the seven western states. 
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No (Paint) Chips on the Shoulder 


Giant Color Panels Give Customers True Idea of Paint 
Color ... Ten-Foot Rack Holds 100 Boards with 200 
Colors . . . Each Panel is 2 x 4 Feet . . . Display Also 
Attracts Attention Because of Its Rainbow of Colors. 


Jac's Hardware 
Garden Grove, Calif. 





ee es * — 


. AFTER 30 YEARS AS A PAINTER “Jac” Jacquin 
owner of Jac’s Hardware in Orange Plaza in Garden Grove, 
is familiar with every home-owner’s complaint that the 
color never looks the same on a big area as it did on the 
small paint chip. He built this unit to hold 100 giant paint 
chips with different colors on each side in well-lighted 
section of store. 


3. DETAIL OF LOWER BRACKET shows double angle 
and heads of 6-in. lag screws secured to each wall stud. 
Copper collars to prevent wear on dowels are driven 
through holes at 2-in. angle and seat on 1'-in. angle. 
Each panel can be moved easily. 
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2. EACH PANEL is 2 x 4 feet and weighs 8 pounds. They 
are supported by angle-iron secured to wall studs. Color 
number appears at lower corner of panel. Upper support 
is a 10-foot length of 2-inch angle iron drilled at 1'% inch 
centers to hold copper collars that are driven in to fit. 
Grooved 3,-in. dowel is glued to panel for stiffness as well 
as pivot. 


1. AFTER THE UPPER END OF DOWEL is inserted in 
upper collar, panel is lowered to allow other end of dowel 
to enter 2-in. angle. Smaller 14,-in. angle-iron inside 2-in. 
angle is seat for bottom of dowels. Dowels at outer edge 
keep panels from getting dirty. 
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Advertising Grows In Hardware Field 


Hardware Dealers Becom- 
ing Better Advertisers .. . 
So. Cal. Area Leads in Line- 
age... Advertising is Part 
of Store Promotion... 


NEWSPAPER check of re- 

tail hardware store advertis- 
ing was carried out by HARD- 
WARE WORLD recently. One 
week was selected in which all 
hardware advertising was 
checked in several of the West- 
ern States. 

California had by far the most 
amount of advertising which 
totaled 15,719 column _ inches. 
About two-thirds of this adver- 
tising appeared in Thursday 
newspapers. The next heavy day 
was Friday with 2,624 column 
inches. Sunday was third with 
1,181 column inches. 

The majority of advertising 
space was used in Southern Cal- 
ifornia newspapers. Those re- 


tailers using large space adver- 
tised many items, mostly priced 
at bargain rates. Only a few of 
the ads were devoted to a one- 


or two-item ad. One ad, about 
3 columns by 10 inches, adver- 
tised a power mower. Another 
one was devoted entirely to 
paint. Some of the smaller ads 
had a combination of five or six 
items made up with mats from 
manufacturers. 

It was surprising to find that 
several hardware retailers in 
the Los Angeles area used the 
metropolitan daily papers. Most 
of the California ads were in 
small town dailies or weekly 
publications. The majority of 
the advertisers used space from 
one half page to a full page. 

The poorest days for adver- 
tising in California were Satur- 
day and Wednesday. Monday’s 
papers carried 737 column inches 
while Tuesday’s carried 334. 

Idaho followed the same pat- 
tern as California with 521 col- 
umn inches on Thursday and 
235 on Sunday which was the 
second best day. The third best 
was Friday. Saturday, Tuesday 
and Wednesday carried no space 
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at alk The ads in Idaho were 
filled with many items, most of 
them illustrated. 

Montana also followed the 
pattern with 617 column inches 
on Thursday, and 363 on Friday. 
However, their third best day 
was Tuesday with 107 column 
inches. Sunday only accounted 
for 88. Most of the ads in Mon- 
tana featured one or two items. 
Only a few ads were made up 
from manufacturers’ and whole- 
salers’ mats. 

Utah changed the pattern with 
386 column inches on Friday. 
Strangely enough there were no 
ads on Thursday, Saturday, 
Monday, or Tuesday. Most of 
the ads carried multiple listings 
of lines with about half of them 
illustrated. 


Layout 


Some of the ads in the hard- 
ware field are beginning to look 
like supermarket ads. However, 
the majority are better looking 
and follow a pattern more like 
the department stores, but with 
smaller space devoted to each 
item. The most popular layout 
style is to show an illustration 
of the item with the copy and 
price underneath the mat. This 
makes the ad look like a group 
of squares or rectangles. Lin- 
brook Hardware at Anaheim 
which uses full page ads in Los 
Angeles metropolitan papers, 
uses an art treatment of their 
own. The items are all placed 
in horizontal panels with the il- 
lustration on one side or the 
other and the copy making up 
the balance of the panel. Build- 
ers Emporium which also uses 
large space in the Los Angeles 
metropolitan papers breaks up 
their space with different sizes 
of squares and rectangles. They 
also use the shock system of at- 
tracting attention to different 


squares such as big, irregular 
shaped stars and heavy black 
borders. Imperial Hardware, 
which has a chain of stores 
throughout Southern California, 
uses more white space in their 
ads and larger individual mats. 
Holiday Hardware, which has 
three stores in Southern Cali- 
fornia, Dennis Park, Reseda, and 
Inglewood, uses large space, us- 
ually over half a page with reg- 
ular shaped panels which include 
illustrations and copy. 

There were about three hard- 
ware people who were associ- 
ated with cooperative type ad- 
vertising in the California 
papers. There were none no- 
ticed in the other areas. 

The simplest type of ad to 
make up is one divided into 
panels of squares and rec- 
tangles. Many manufacturers’ 
mats are now made to fit within 
a one-column width. This gives 
you the opportunity of dividing 
the ad into column panels with 
copy underneath the mat. Most 
of the newspaper ads had some 
kind of an art heading that took 
up possibly five percent of the 
space on large ads and a little 
bit more on smaller ones. In 
many cases it was recognized 
that these art heads came from 
a mat service that newspapers 
make available to advertisers. 

A good layout can also be 
made from complete manufac- 
turers’ mats. That is the type 
of mat that contains both illus- 
tration and copy and prices, etc., 
for their particular item. Sev- 
eral retailers use this technique 
and selected one-column ads 
that usually ran around five or 
six inches deep. Six or eight of 
these could be made into a nice 
appearing ad. 


Budgeting the Advertising 
If you are not now advertis- 
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ing but are planning to do so, 
it is good to remember first that 
advertising draws increasing 
value as it continues consis- 
tently. In many cases the first 
few weeks of advertising do not 
pay off and in some cases do not 
even start too much of a ripple. 
However, many Western hard- 
ware retailers have proved that 
it pays off to advertise on a fre- 
quency basis. 

How do you budget for this 
frequency? Several retail asso- 
ciations have worked out oper- 
ation percentages and have 
come up with certain percent- 
ages for advertising. Frankly, 
this is a rather false figure and 
should not necessarily be ac- 
cepted as correct for your store. 
Such an average would be far 
better if only those stores ad- 
vertising were used, rather than 
taking a percentage which in- 
cludes many stores that don’t 
advertise. To get a true picture, 
HARDWARE WORLD made a 
study several years ago and 
found the following to be true. 
Stores doing less than $100,000 
volume per year use 3 to 4 per- 
cent of their total dollar volume 
for advertising. Stores doing 
$100,000 to $250,000 ran from 2 
to 2.5 percent. Those doing more 
than $250,000 annually run 
around 1.5 percent to 2 percent. 

How do you decide what size 
ad to use? First figure out how 
much you can budget per year 
to advertising. Try dividing 
this by 52 weeks and you'll find 
out how much money you have 
to spend on a weekly basis. 
Then consult your local media to 
find out what this will buy. If 
you are using radio, find out 
how many commercials you can 
get per week or whether you 
could afford to buy a regular 
program of 15 minutes duration 
or more. 

A good formula to use to fig- 
ure out advertising is the fol- 
lowing: 

B FXE 

B stands for budget. F stands 
for frequency. E stands for ef- 
fectiveness or to put it another 
way the size of your ad. This 
last one also involves cost of the 
individual ad. Frequency is an 
important part of advertising, 
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but it should also be balanced 
with an effective ad. If your 
budget is so small that the fre- 
quency cuts the space down to 
a very ineffective size, it is wiser 
to use a larger ad less fre- 
quently, based upon the most 
effective size that you can get, 
and still achieve proper fre- 
quency. 

There are exceptions of course 
to this plan. For example, if 
your formula works out to an 
average of a 20-column inch ad 
it may be possible that some 
days you may only want to use 
ten inches and save the other 
ten for a bigger spread for such 


Still trying to get rid of that old stove 
Mrs. Hubbard traded in, boss? 


events as Mother’s Day, Father’s 
Day, and the Christmas _holi- 
days. 
Wholesalers’ Aids 

Many wholesalers are offering 
help to retailers today in their 
advertising. Some are making 
available special mats, and in 
some cases complete ads. The 
greatest help coming from 
wholesalers is the catalog type 
of mailing piece which they 
make available to retailers at a 
nominal cost. These usually run 
about 814 x 11 and about 16 
pages. They are usually done in 
color and are quite effective. 

How much can you depend 
upon advertising? Don’t make 
your advertising work too hard. 
Advertising is only one part of 
the program. It should always 
be tied in with a store promo- 
tion. Everything that is adver- 
tised, if possible, should be dis- 
played in the window or in some 
promotion place in the store or 
highlighted at its regular spot 
on gondolas or wall sections as 


advertised in the specific me- 
dium. All sales people should be 
apprised of the ad and its com- 
plete contents. They should be 
encouraged to mention these ad- 
vertised products to the people 
as they walk through the store. 
Complete ads should be posted 
at three or four places around 
the store on walls, doors, etc. 


Direct Mail 

Direct mail advertising has 
been used quite effectively by 
many dealers. Many manufac- 
turers make a small envelope 
stuffer with room for imprint- 
ing. Some stores make a habit 
of getting as many of these as 
possible and whenever a bill is 
sent out, two or three of these 
are placed in the envelope. It 
is also possible to make up a 
special promotion for direct mail 
by using the “packet” plan. This 
involves a letter or printed piece 
promoting a special event such 
as a garden promotion, sporting 
goods promotion, ete. Add to 
this four or five manufacturers 
inserts on items that can be in- 
cluded in the promotion. This 
goes out in an envelope. 

Direct mail advertising also 
has the value of concentrating 
on people of like interests. If 
you can build up such a mailing 
list it will help you when it 
comes time to promote specific 
items. For example, if you have 
a sporting goods department, 
certainly build up a list of those 
persons interested in various 
sports and try to identify each 
ecard with their likes such as 
fishing, hunting, etc. Also build 
up a mailing list of people who 
are interested in gardening. 
Such lists can sometimes be 
compiled by holding a contest 
that involves the person writing 
his name and address on a card 
to be dropped into a box for a 
prize drawing. 

If direct mail is the only ad- 
vertising medium that you use, 
it should be used with some fre- 
quency. No advertising really 
does a good job with just an 
occasional blast. It’s the con- 
tinual beating of the drum that 
makes the impression and even- 
tually makes the advertising 
draw crowds. 
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So. California Plays Host to Retailers 


. . »- At NRHA Convention... 
Business Warned on Politics... 


HE 60th Convention of the 

National Retail Hardware As- 
sociation was held in Los An- 
geles, July 19-23, with a record 
attendance of more than 850 
hardware dealers, their wives, 
and children. The Southern 
California vacationland and also 
Disneyland helped attract a rec- 
ord attendance of 143 children. 

More than 50 hardware retail- 
ers and their families chartered 
a bus and toured to the Pacific 
Northwest down the Pacific 
Coast and ending up in Los An- 
geles where they electioneered 
for their presidential candidate, 
Glenn W. Aspinwall, G. W. As- 
pinwall Co., Hawkeye, Iowa. He 
was elected to succeed Melvin 
Kraemer, Kraemer Hardware, 
Marysville, Kansas. 

Aspinwall cut short a career 
as an educator and school super- 
intendent to enter the hardware 
business in the early 1930’s. He 
was president of the Iowa Retail 
Hardware Association in 1949 
and was vice president of 
NRHA last year. 

Other officers elected 
Rupert B. Watson, Watson 
Hardware, Atmore, Alabama, 
becomes vice president. Kraemer 
is added to the three-man ad- 
visory committee. Wilbur Sweet- 
nam, Sweetnam’s Hardware 
Peoria, Illinois, was elected a 
director to serve with nine other 
hardware retailers. 

The first open activity of the 
convention was the president’s 
reception on Monday, July 20th, 
where the delegates and their 
families were entertained by 
Hilo Hattie and her Hawaiian 
group. 


were: 
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The first assembly meeting 
was held on Tuesday morning. 
President Kraemer seemed to 
keynote the general idea ex- 
pressed by several other speak- 
ers—that all business people 
should take a more active in- 
terest in politics. He stated, “It 
stands to reason, if only for fair 
play, that if government is tak- 
ing part in our business to the 
extent that it is telling us how 
to operate by one control or an- 
other, surely the time is right 
and ripe for us to speak our 
piece with regard to govern- 
ment.” 

Godfrey P. Schmidt, Coun- 
sellor-at-Law, New York-Wash- 
ington, who has been a court- 
appointed monitor for the In- 
ternational Brotherhood of 
Teamsters, also warned the 
members about their apathy in 
both government and labor. He 
stated that if we are complacent 
to the point to permit labor 
racketeers to continue unabated, 
we will have a home-grown 
fascism as horrible as the red 
shirt and the brown shirt fas- 
cism of Europe. He deplored the 
condition of at least 5 million 
union workers out of the total 
15 million labor union force. He 
stated that they are victimized 
by dictators in their unions. 
Members of such unions are 
afraid to speak because of pos- 
sible violence, he stated. Most 
of these unions have no Bill of 
Rights for the rank and file 
members which is one of the 
basic points of a labor reform 
bill, he claimed. He said there 
was too much cowardice in Con- 
gress because of the pressure 


from the laboring element. 

Mayor H. Roe Bartle, Kansas 
City, Mo., also tried to make the 
delegates aware of the great 
need for awareness of political 
activity and actual participation. 
Although at times his talk pro- 
duced side-splitting laughter, he 
brought home many _ serious 
points that were well appreci- 
ated by those in attendance. He 
stated that “You don’t build 
America in Washington... you 
build it in your villages, cities 
and towns.” With this thought 
as a starter he urged hardware 
people to take an active part in 
politics on their own local level. 

Greater profits in hardware 
retailing can be attained by 
achieving a higher turnover, ac- 
cording to three speakers on 
Wednesday, July 22. 

Russell R. Mueller explained 
the advantages of the Associa- 
tion’s turnover handbook. 

Howard W. Price, vice presi- 
dent and general manager, Salt 
Lake Hardware, Salt Lake City, 
Utah, explained “the wholesalers 
stake in building turnover at 
retail.”” He pointed out that 
special prices, special discounts, 
special freight allowances, etc., 
do not necessarily make for 
profitable operation. It was his 
belief that trying to achieve 
greater turnover would be an 
easier and more reliable way to 
make more profits. He also 
thought that the retailer should 
cooperate more with the whole- 
saler and accept the kinds of 
services they can offer in helping 
to reduce large inventories. 

John Spaulding, president, 

(Continued on page 58) 
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HARDWARE ADVERTISING SERVICES 


Here is a list compiled by HARDWARE WORLD of manufacturers 
who offer retailers free advertising material. To receive the free 
services, circle the corresponding number on the postage-free card 


on page 50. 


AEROXON SALES COMPANY 
MATS—Newspaper mat 1 column by 
3 in. for Aeroxon Fly Catchers. Circle 
number 165. National advertising sup- 
port by company. 


AMERICAN CHAIN & CABLE 
COMPANY, INC. 


MATS — Assortment of newspaper 
mats medium size for Pennsylvania 
lawn mower line. Circle number 166. 
IMPRINT MATERIAL Envelope 
stuffers in full-color. Circle number 
167. 

CATALOGS—Reference catalog with 
complete specifications and 16 pages 
in full color. Circle number 168. 
PROMOTIONAL AIDS — Product 
tags or fact tag packed with mower. 
Window streamers. Local area pro- 
motions to be announced. Circle num- 
ber 169. National advertising support 
given by company. 


ATKINS SAW DIVISION, 

Borg-Warner Corp. 
MATS—Newspaper mats for Atkins 
Saw Chain. Sizes are from 1 to 3 
columns by 5 to 7 in. Circle number 
170. 

IMPRINT MATERIAL—Atkins Sil- 
ver Steel hacksaw blades _ product 
folder. Saws and accessories pocket 
size note book. Atkins Handsaw man- 
ual (26 pages). Circle number 171. 
CATALOGS Atkins Silver Steel 
Saws, Files, Knives and accessories 
catalog No. 25 (16 pages). Circle 
number 172. 

CATALOG SHEETS—Atkins Silver 
Steel saws, files, knives and acces- 
sories. Catalog sheets cover all prod- 
ucts. Circle number 173. National ad- 
vertising support given by company. 


OTTO BERNZ COMPANY 


PROMOTION—Consumer contest 
from August 15-November 30 with 
1,001 prizes. Keyed to new torch kit 
packaging, dealers can win Bernz 
merchandise. Complete promotional 
material available including, four 
color counter card with entry blanks, 
window streamers, envelope stuffers 


38 


and newspaper mats. Circle number 
174. National advertising support 
given by company. 


CAMPBELL CHAIN COMPANY 
MATS—Newspaper mats 2 column by 
4 in. for Blue Temper packaged chain, 
Red Kote rubber covered anchor chain 
and other consumer products. One col- 
umn mats available. Circle number 
175. National advertising support 
given by company. 


CHAMPION DeARMENT TOOL CO. 
MATS—Complete file of newspaper 
mats for various sizes of Channellock 
pliers and three sizes of Channellock 
trademark. Circle number 176. 
DECALS—Channellock 6 x 9 in. de- 
cals. Circle number 177. 

IMPRINT MATERIAL Envelope 
stuffers—Electronic pliers, Channel- 
lock pliers, Champion hammers. Circle 
number 178. 

CATALOG SHEETS—Sheets for fea- 
tured items with illustrated price list. 
Circle number 179. 

CATALOGS General catalog No. 
556 (15 pages) with merchandising 
aids. Circle number 180. 

BOOK MATCH PROGRAM — Book 
matches with space for dealer adver- 
tising. Nominal cost on this item. 
Circle number 181. 

SALES COATS—Counter jackets for 
sales personnel at nominal cost to 
dealer. Circle number 182. National 
advertising support by company. 


CLEMSON BROS., INC. 


MATS—Clemson lawn mowers one 
and two column newspaper mats 11- 
lustrated and with copy. Mat illus- 
trations of product only available. 
Circle number 183. 

ELECTROS — Electrotypes available 
for all products. Circle number 184. 
National advertising support given by 
company. 


THE COLORADO FUEL AND IRON 
CORPORATION 


Dealer Portfolio for Profits, a booklet 
covering the complete advertising ser- 


vices offered by CF&I. The booklet is 
an introduction to the actual Port- 
folio which contains samples of mate- 
rials with order blanks. Advertising 
materials listed are: 

Imprint material for wire, nails and 
fencing. 

Envelope stuffers for fencing, wire, 
nails and dealer promotion. 

Catalogs and memo books for fencing 
and nails. 

Banners and window streamers for all 
products. 

Decals for windows and trucks. 
Newspaper mats, an assortment for 
all products. 

Photographs for window displays. 
Dealer catalogs of wire products and 
other steel products. 

Motion pictures in sound and color for 
local meetings. 

Circle number 185. National advertis- 
ing support given by company. 


DEVCON CORPORATION 
MATS—Advertising mat catalog for 
all products. Circle number 186. 
IMPRINT MATERIAL — Envelope 
stuffers for Devcon rubber material, 
Devcon Plastic Steel, Devcon Alumi- 
num. Circle number 187. 

WINDOW STREAMERS—Reprints 
from Reader’s Digest and Life, car- 
toon streamers. Circle number 18S. 
National advertising support given by 
company. 


EVANS RULE CO. 


MATS—Newspaper mats one and two 
column for Evans White steel tapes, 
chalk lines, and belt holster. Circle 
number 1$v. 

IMPRINTED MATERIAL -- En- 
velope stuffers for Evans steel tapes, 
chalk lines and tape holster. Circle 
number 191. National advertising 
support given by company. 


GOULDS PUMPS, INC. 


BILLBOARD POSTERS—Two poster 
designs in full-color with dealer’s im- 
print. Poster is at no charge with dis- 
tributor and dealer sharing cost of 
board rental. Circle number 192. 
(Continued on page 40) 
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New Toro Fall Promotion sells a 
brand new market 


LEAF BAGGING WITH POWER MOWERS! 





Full-page ad in LIFE announces consumer bonus 
of free super-size leaf-bagging attachment with 
every 1960 Toro “Wind-Tunnel” Whirlwind 
purchased this fall* 


Never before in the history of power mowing has there 
been a fall promotion like this! Only Toro can do it! 

Toro, remember, owns the “‘Patents Pending” on this 
sales sensation of the power mower industry—the exclu- 
sive ““Wind-Tunnel” housing design that not only gives a 
cleaner, sharper cut than any other rotary on the market, 
but also blasts the clippings into a bag for easy disposal. 

Now Toro has developed a special super-size bagging 
attachment—triple the size of the regular bag—especially 
for cleaning up leaves in the Fall. OrFeR THIS $12.95 
ATTACHMENT FREE to any customer who purchases a new 
1960**Wind-Tunnel” Whirlwind—in addition to the regular 
size bag that accompanies the machine. This is a limited 
time offer available to Toro dealers. You get a new selling 
idea that still provides you excellent off-season profits. 


Backed by dramatic advertising, display 


Here is a power mower with a sales extra that can’t be 
equalled! And, to back it up, Toro is giving its dealers 
distinctive, high-impact advertising and display material. 

A full-page ad in LIFE tells the story to Toro customers. 
Toro dealers get a sales-promotion package that includes 
multi-color window streamers and on-mower display 
pieces—plus special fact tags, price tags and newspaper 
mats. It’s a complete promotion package designed to do 
the kind of complete selling job dealers have learned to 
expect from Toro. 


New idea in fall power mower selling 


Past sales success of the leaf-mulching attachment proves 
the advantage of offering your customers a new reason for 
buying a particular power mower in the fall of the year. 
Now Toro has an exclusive new sales advantage to offer 
your customers: the only rotary mower that vacuums up 
and bags leaves effectively! And since this is not simply an 
attachment for an obsolete model, but actually is being 
offered on the same Toro ‘“Wind-Tunnel” Whirlwind 
model that Toro will sell next year, your customers have 
no reason to wait until spring to buy! 


Toro distributors have complete facts 


If you’re already a Toro dealer, you'll want to get in on 
this latest Toro promotion right away. All you have to do 
is get in touch with your Toro distributor . . . he has all 
the display pieces and related material you'll need. 

If you’re not a Toro dealer—if you don’t offer this most 
complete, quality-built and price-protected line of power 
mowers—then now is the time to sign up. 

You'll cash in on this new Toro exclusive now—and on 
the many other Toro exclusives that have and will come 
from Toro Research and Development. Toro is the pio- 
neer in power mower engineering. 

So put your name under “‘Toro” in the classified section 
of the phone book under “‘Lawn Mowers.” Your Toro 
distributor is listed there now. Call or write him today. 


*Offer good U.S. only. Expires Oct. 31, 1959. 


TORO 


TORO MANUFACTURING CORPORATION «¢ 3001 Snelling Avenue, Minneapolis 6, Minnesota 
For Details Circle 24 on INQUIRY CARD 
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AD SERVICE 


(Continued from page 38) 
COOPERATIVE ADVERTISING — 


For advertising at local level. Above 
poster is part of the program. Circle 
number 193. National advertising sup- 
port given by company. 


GRABLER MANUFACTURING 
COMPANY 


Catalogs, reference materials, folders 
and other advertising items are dis- 
tributed through wholesalers to the 
dealer. Circle number 194. National 
advertising support given. 


GRIES REPRODUCER CORP. 
ELECTROTYPES ~— Engraver’s 
proofs for GRC wing nuts and cap 
nuts. Circle number 195. 


CATALOG SHEETS — Sheets for 
wing nuts and cap bolts giving sizes 
and suggested retail prices. Circle 
number 196. National advertising sup- 
port given by company. 


HARDWARE HOUSEWARES 
MERCHANDISING ALLIANCE 


COOPERATIVE ADVERTISING — 
New program set up by HHMA to aid 
retailers. Five manufacturers are par- 
ticipating: O. Ames Company; Borg- 
Erickson Corp.; O’Cedar Corp.; Rub- 
bermaid, Inc.; and Wear-Ever Alu- 
minum. All material and mats are 


furnished including return envelopes. 


Complete details available in bro- 
chure. Circle number 197. National 
advertising support given by com- 
panies. 


HAYES SPRAY GUN COMPANY 


MATS—Newspaper mats 1 and 2 col- 
umn and up to 10 in. for garden 
spray guns. Drop-in mats for individ- 
ual products. Circle number 198. 
IMPRINT MATERIAL Product 
folders with information lawn and 
garden care. Circle number 199. 
MERCHANDISING AIDS—Portable 
demonstration tank and display rack. 
Fact sheets available on each. Circle 
number 200. National advertising 
support given by company. 


THE IRWIN AUGER BIT COMPANY 


IMPRINT MATERIAL — Irwin 
“Adapter” shank folder; Speedbor 
“88” wood bits; Irwin expansive wood 
bits; Irwin 62T wood bits; and a two 
page folder regarding hardware 
stores and what they mean and offer 
to the community (no product adver- 
tising). Circle number 201. 
CATALOGS—How to Select, Use and 
Care for Bits, 30 page booklet with 
Irwin product line listed. Circle num- 
ber 202. National advertising support 
given by company. 
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MATHIAS KLEIN & SONS, INC. 


MATS—Newspaper mats of individual 
Klein products and the Klein trade- 
mark. Circle number 203. 
CATALOGS—Bulletin showing vari- 
ety of Klein equipment for electri- 
cians and mechanics. Circle number 
204. National advertising support 
given by company. 


KRYLON, INC. 


COOPERATIVE ADVERTISING — 
Krylon, Inc. offers co-op program 
with merchandise credit allowance at 
dealer’s cost for local advertising. Ad 
mats are furnished. Circle number 
205. 

IMPRINT MATERIAL Envelope 
stuffers of over 20 varieties; color 
cards with color chips. Circle number 
206. National advertising support 
given by company. 


CHAS. O. LARSON CO. 


ELECTROTYPES — Electros 1 col- 
umn by 4 in. for Larson table leg 
brackets, work benches and other 
products. Circle number 207. 

IMPRINT MATERIAL — Envelope 
stuffers and catalog sheets. Circle 
number 208. National advertising 
support given by company. 


LAWN-BOY DIVISION OF 
OUTBOARD MARINE CORP. 


COOPERATIVE ADVERTISING — 
Outdoor advertising program. Com- 
plete details can be obtained when 
you—Circle number 209. National ad- 
vertising support given by company. 


O.P. LINK HANDLE COMPANY, INC. 


MATS—Newspaper mats for over 30 
Link handles. Mats are drop-in type 
for product. Circle number 210. 
REPRINTS—Advertising reprints of 
ads. Circle number 211. 
CATALOGS—Link Handles catalog 
A for striking and edge tools. Illus- 
trated (10 pages) and informative. 
Wall chart with exact sizes of eyes 
available. Circle number 212. National 
advertising support given by com- 
pany. 


MASTER LOCK COMPANY 


MATS — Newspaper mats and elec- 
tros in 1 and 2 columns by 3 in. plus 
drop-in mats of products. Seven pages 
of proofs for selecting mats and elec- 
tros. Cirele number 213. 

STORE BANNERS—Decals, counter 
and window display cards, mobile dis- 
plays, window banners available. Cir- 
cle number 214. 

BOARD DISPLAY — Permanent 
board display for Master padlocks and 
bikelocks available. Circle number 215. 
National advertising support given by 
company. 


A. Y. McDONALD MFG. CO. 


PACKAGED PROMOTION—“Profit 
Pak” contains combination broadside 
and wall poster, consumer literature, 
newspaper mats, publicity releases, 
radio scripts and “The McDonald 
Mirror.” Proof sheets are included. 
Circle number 216. National advertis- 
ing support given by company. 


MILWAUKEE TOOL & EQUIPMENT 
co. 


MATS—One column newspaper mats, 
proofs, and electros available for 
products. Circle number 217. 


COUNTER DISPLAY—Special dis- 
play for Milwaukee Quick Shift Vises 
available. Circle number 218. National 
advertising support given by com- 
pany. 


MOLLY CORPORATION 


MATS—Newspaper mats for Molly 
Jack Nuts and Molly Screw Anchors. 
Circle number 219. 


IMPRINT MATERIAL — Envelope 
stuffers and folders on Molly Screw 
Anchors, Utility Plugs, Jack Nuts 
and Hi-Speed Installer. Reprints of 
articles about Molly Jack Nuts avail- 
able. Circle number 220. 


WINDOW STREAMERS—Two color 
window streamers available. Circle 
number 221. 


DEMONSTRATOR—Mounted Mollys 
and Jack Nuts available for display 
demonstrator. Circle number 222. Na- 
tional advertising support given by 
company. 


MELNOR INDUSTRIES, INC. 


COOPERATIVE ADVERTISING — 
Melnor offers co-op program on ad- 
vertising placed at local level. Com- 
plete details available on obtaining 
mats and information on advertising 
program. Circle number 223. 
MATS—Newspaper mats for Mel- 
nor’s Swingin’ Spray, Aqua-gun noz- 
zles and other products in 2 columns 
and up to 8 in. Circle number 224. 


WINDOW STREAMERS—Two color 
streamers for lawn sprinklers. Cir- 
cle 225. 

CATALOGS—Melnor lawn sprinklers 
and gardening aids catalog with 
price list. Circle number 226. National 
advertising support given by com- 
pany. 


MIRROR ALUMINUM COMPANY 


MATS—Drop-in mats and fully writ- 
ten ads from 1 column to 3 column. 
Circle number 227. 

STORE PROMOTION—Pennants in 
color with product illustrated. Mobile 
to hold pennants or other material. 
Circle number 228. National adver- 
tising support given by company. 
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AD SERVICE 


DENNIS MITCHELL INDUSTRIES 


COOPERATIVE ADVERTISING — 
Expanded co-op ad program is plan- 
ned for Dennis Mitchell. Laundry and 
shopping carts, serving trays, baby 
seats and utility racks are in the 
program. Complete details available. 
Circle number 229. National adver- 
tising support given by company. 


PREMIER PEAT MOSS CORP. 


MATS—Newspaper mats for bales 
and packages of Premier Products 
available. Circle number 230. 
WINDOW STREAMERS — Four 
color streamer available. Circle num- 
ber 231. 

IMPRINT MATERIAL — Envelope 
stuffers. Circle number 232. 

WALL CHART—Answers all ques- 
tions on peat moss. Circle number 
233. National advertising support 
given by company. 


PRO HARDWARE 


Profitmaker Program for _ indepen- 
dent hardware dealers. Wholesaler 
sponsored national program for store 
planning, merchandising, store pro- 
motions, and stock control. Circle 
number 234. 


PROEN PRODUCTS CO. 


MATS—Newspaper mats for Proen 
Squarespray sprinklers, waterfeeders 
and other products. Circle number 
235. 

IMPRINT MATERIAL Envelope 
stuffers of Proen products; catalog 
sheets of all products. Circle number 
236. 

STORE PROMOTION—Point-of-pur- 
chase items available. Circle number 
237. 

COOPERATIVE ADVERTISING — 
Flexible plan for use through job- 
bers. Special promotions developed 
upon request. Circle number 238. Na- 
tional advertising support given by 
company. 


RONSON CORPORATION 


IMPRINT MATERIAL — Full-color 
Varaflame lighter folders for envelope 
stuffers. Circle number 239. 
WINDOW STREAMERS — Vara- 
flame lighter streamer. Circle num- 
ber 240. National advertising support 
given by company. 


RUDIGER-LANG CO. 
COOPERATIVE ADVERTISING — 


Co-op program for Rudiger-Lang 
sereen doors and combination doors. 
Prepared ad mats are available along 
with details. Circle number 241. Na- 
tional advertising support given by 
company. 
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SCHLUETER MANUFACTURING CO. 


MATS—Newspaper mats and proofs 
for Arctic Boy portable water cool- 
ers. Circle number 242. 


ELECTROT YPES—Electros for Arc- 
tic Boy portable water coolers. Circle 
number 243. 


IMPRINT MATERIAL — Envelope 
stuffers for Arctic Boy portable water 


SLAYMAKER LOCK COMPANY 


MATS—Newspaper mats for brass 
padlocks, chain door fasteners and 
combination lock. Circle number 246. 
WINDOW STREAMERS Stream- 
ers for brass padlocks and other pop- 
ular items. Circle number 247. 

STORE PROMOTION — Literature 
available on packaging of Slaymaker 
locks in blister pack and carded pad- 
locks. Circle number 248. National ad- 





coolers. Circle number 244. 


CATALOG SHEETS—Sheets for Arc- 
tic Boy portable water coolers. Circle 
number 245. National advertising 
support given by company. 


vertising support given by company. 


SOUTHERN SCREW COMPANY 
IMPRINT MATERIAL — Envelope 
(Continued on page 58) 








HORTON PORTABLE WATER COOLERS 


pack a value as big as all outdoors. 
That’s why demand is growing in every 
field — construction, oil, farming, truck- 
ing, sports, etc. Check these features: 
Strong, corrugated galvanized steel 
¢ Standard Dead Air or Heavy Duty 


1 Die Made Lid for Perfect Fit 
2 All Seams are Double Locked 


3 Rounded Seamless Bott 
and Double Lock 


Solid bottom support between 


side and outside bottom 


& Elimination of gutter in top 


Vermiculite Insulation ¢ Purolining, 
non-toxic inner coating ® Riveted, easy- 
grip handles * 1% gal. to 25 gal. cap. 
¢ Available with stainless steel liner, 


HORTON ...more cooler for the money! 


body seam 





6 Replaceable, recessed chrome 


plated spigot 














See your hardware 
wholesaler or write: 


HORTON EQUIPMENT CO, 


P. O. Box 2611 © Houston 1, Texas 
For Details Circle 25 on INQUIRY CARD 
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SEP. 12-18 


SEP. 19-25 | SEP. 26- OCT. 2 








FALL PROJECTS... PAINT AND 


IMPROVE THE HOME 
Feature interior, exterior paints and 
accessories, builders’ hardware, cab- 


inet hardware, lighting fixtures, etc. 





FALL PROJECTS... 
AND FIX-UP 
Feature repair items, electrical and 
plumbing supplies, tools, cleaning 
supplies and equipment. 


CLEAN-UP FALL PROJECTS... 


CLEAN UP THE GARDEN 
Feature wheelbarrows, 
sweepers, incinerators, 
rakes, etc. 








SCHOOL DAYS AHEAD 
(Cont.) 


Cc 


FOR THE OVERNIGHT HUNTER 


Feature hunting gear, ammunition, 
tents, stoves, sleeping bags, lan- 


MAKE YOUR HOME FIRE SAFE 


Feature fireplace equipment and 
supplies, space heaters, portable 


terns, etc. 








heaters, electric lanterns, flashlights, 
fire extinguishers, appr. electrical 
supplies, and fire-resistant materials. 








SCHOOL DAYS AHEAD 
Schedule: Aug. 29-Sept. 4 


Continue promotion from August. Have dis- 
plays for those in different age brackets: college 
students, high school and elementary students. 
Use radios, luggage, clocks and bicycles. 


FALL PROJECTS... 
Paint and Improve the Home 
Schedule: August 29-Sept. 11 


OBJECTIVE: This promotion features interior 
and exterior painting. It also involves selling ac- 
cessories for painting and hardware that will help 
the appearance of the home such as builders’ 
hardware, cabinet hardware, lighting fixtures, 
bathroom fixtures, etc. 

WINDOW—Use the same type of sign through- 
out all the Fall project promotions. On this one, 
tack up a couple of sheets of paper to look like 
note paper and on it attach a paint brush. Have 
a check mark cut out of red paper and paste it 
on to the white paper. Then arrange the mer- 
chandise according to your fixtures and lighting. 


FOR THE OVERNIGHT HUNTER 
Schedule: Sept. 5-18 


WINDOW —For the sign, you can either have 
painted or cut out in colored paper a tree and 
crescent moon with the words “For the Overnight 
Hunter” printed on it. Feature hunting gear, am- 
munition, tents, stoves, sleeping bags, lanterns, 
and everything that you think an overnight 
hunter should have. 
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FALL PROJECTS... 
Clean-Up and Fix-Up 
Schedule: Sept. 12-25 


WINDOW—For the sign attach a whisk broom 
to the papers as mentioned above. Also use the 
red check mark. Feature all types of repair items 
such as electrical and plumbing supplies, tools, 
cleaning supplies and equipment. 


MAKE YOUR HOME FIRE SAFE 
Schedule: Sept. 19-Oct. 2 


WINDOW—A big flame can be painted on a 
card or achieved by using various colors of orange 
and red paper. Feature fireplace equipment and 
supplies, space heaters, portable heaters, electric 
lanterns, flashlights, fire extinguishers. appropri- 
ate electrical supplies, and fire resistant ma- 
terials. 


FALL PROJECTS... 
Clean Up the Garden 


Schedule: Sept. 26-Oct. 9 


WINDOW — Attach the trowel to notebook 
sheets and use a green check mark on this pro- 
motion. Feature wheelbarrows, sweepers, incin- 
erators, rakes, and all other types of merchandise 
for cleaning up the Fall garden. 
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SHOPMAT 


AN OPEN INVITATION FOR YOU TO COMPARE THE FACTS! 


Here’s how we make our new SD-2500—2.9 AMP.— 


To explain how we build Shopmate Power 
Tools, we are here presenting the facts. 
Compare them, if you will, with any other 
facts you can learn about other manufac- 
turers’ procedures. And remember, because 
we make the entire tool—from castings to 
motors—in our own plants on the world’s 
most modern equipment, it just stands to 
reason that we can provide you with products 
that offer much more to sell . . . for less! 
Here, then, is how the Shopmate SD-2500 
 e is built: 

. After two years of development, em- 
bodying all ideas on improvements 
from wholesalers, retailers, engineers, 
sales departments . . . including the 
testing of all other drills on the 
market to be sure no developments 
that might improve operation were 
overlooked, the drill was designed 
and blueprints made. Here were the 
next steps in its development. 
Re-work blueprints to include all 
possible advantages. 

. Hand make wood model. 

. Make sand casting. 

. Hand make gears, parts, motor. 

. Hand fit all parts in casting. 

. Test exhaustively to iron out all 
bugs. 

. Make dies. 

. Make production die castings. 

10. Test exhaustively—correct imper- 
fections. 


At this point we had to be sure every im- 
perfection, no matter how slight, was cor- 
rected or we could not produce the finest 
drill. Even an extra delay in production, 
regardless of how costly, was justified, to 
be sure! 

11. Determine proper metal alloy to be 
used for greatest strength. We chose 
an alloy with vastly superior strength 
and light weight. It would have been 
easy to cut costs here, as in other 
steps, but we insist on the utmost 
quality control. 

. Melt metal ingots in break-down 
furnaces. 

3. Deliver molten alloy to holding 
furnaces. Be sure to keep at constant 
temperature. Even a relatively slight 

variation can cause imperfections 
and weakness in the finished casting. 

14. Place dies in new 600 ton die casting 
equipment with vacuum feed. (We 
operate 12 machines.) 

15. Make castings. 

Note: All Shopmate castings are made to 

*thardware finish specifications” , which 

means they are of superior quality and uni- 

formity to permit a mirror finish. Many 
manufacturers do not follow this practice. 

We feel that even though it takes more 

time, the superiority of the finished product 

is well worth it. 


16. Inspect visually within minutes of 
casting to maintain consistent qual- 
ity. Another very important control 
step to insure the utmost quality of 
Shopmate products. 

. Trim castings on hydraulic presses. 

. Inspect again. 

. Deburr each piece by hand at con- 
veyor table. 

. Inspect again. 
to 24. Perform necessary machine 
operations: drilling, tapping, boring, 
reaming. 

We can hold our tolerances to .0002 of an 

inch. Another Shopmate superiority! We 

also maintain all equipment and dies in our 
own complete tool and die shop. 

25. Remove parting line flash and any 
other burrs and flashes. 

26. Inspect once more in preparation 
for polishing. 

27. Polish with lifetime mirror finish 
(this is why it’s so important to 
make your castings to ‘hardware 
finish specifications” ). 

28. Give finished castings final inspec- 
tion. 

Okay, the castings are made. Now to the 

heart of the unit, which is the motor, gears, 

chuck, etc. So here goes. 

29. Precision roll all gears and armature 
shafts. 

30. Test for hardness semi-automati- 
cally. 

31. Use comparator to check gears, 
shafts, etc. for concentricity (magni- 
fies 624% times). 

32. Cut all wires and pre-strip (auto- 
matically ). 

33. Press lamination stacks for fields. 

. Machine wind fields semi-automati- 
cally. 

. Inspect. 

5. Press armature cores. 

. Insulate armature shafts and cores 
semi-automatically. 

. Insulate end fibres semi-automati- 
cally. 

. Wind armatures on fully automatic 
equipment. 

. Attach commutators. 

. Electrically weld wires to commu- 
tator semi-automatically. 

. Test armatures for shorts, open coils, 
ground. 

. Mask shafts to protect from varnish. 

. Rack armatures for varnishing. 

5. Dip armatures in varnish. 

. Bake in specis! ovens at proper tem- 
perature. 

. Unrack armatures. 

. Remove masks. 

. Thoroughly clean armatures. 

. Undercut mica automatically. 

. Finish cut armatures automatically 
with diamond tool bits. 


1/4" DRILL 


52. Test armatures again for shorts, 
ground, opens, with automatic surge 
comparison equipment—ultimate in 
armature testing equipment. 

53. Assemble fan and armature. 

54. Dynamically balance armatures on 
automatic electronic balancing 
equipment with direct readings. 

There are actually many more quality con- 

trol operations up to this point we haven't 

mentioned . . . steps take to safeguard 
the quality of our finished products. Natu- 
rally, manufacturers who do not make their 
own motors cannot provide this kind of 
quality control, and because they’re just 
the “middleman” and have to pay more for 
their motors, castings, etc., it just stands 
to reason that Shopmate quality has to be 
superior. (That’s why you sell better quality 

Shopmate products for less and still get 

your full markup!) 

55 to 62. Assemble castings, armatures, 
fields, gears, etc. Even here we're 
able to use many exclusive jigs and 
fixtures of our own design and manu- 
facture to improve efficiency and 
reduce cost. 

63. Thoroughly lubricate and add chuck. 

64 to 68. Check ampere rating, ground, 
appearance, running qualities. This 
is the final inspection so each tool is 
very carefully checked by thoroughly 
experienced personnel. 

69. Package. 

As the above steps have indicated, this kind 

of precision quality-controlled manufacture 

requires millions of dollars worth of equip- 
ment and vast resources of know-how. Most 
power tool manufacturers are not willing 
to go to all this trouble . . . not willing to 

make their own castings, motors, etc. . . . 

not willing to spend the time and effort to 


Watch over every phase of manufacture. 


But we insist on doing everything ourselves, 
because only then can we be sure to give 
you products with much more to sell. . . 
for less! 


Shopmate Model SD-2500 
Ye" Drill with full 2.9 amp 
selling power geared 
chuck, multi-ball thrust 
bearings, other 


outstanding features 


PORTABLE ELECTRIC TOOLS, INC, 


AUGUST 1959 


320 West 83rd Street, Chicago 20, Illinois 


For Details Circle 26 on INQUIRY CARD 








MERRY-GO-ROUND counter display 
sign rack has room for 2-doz. signs 
in each of the 20 high-visibility wire 
compartments. Rack offered free 
when an assortment of signs are 
ordered.—Hyko Products. 

For Details Circle 145 on INQUIRY CARD 
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ILLUMINATED SIGNS you can 
make is offered in Clip-on Sign Kit. 
Letters are inserted in plastic frames 
which are clipped onto fluorescent 
tubes. Color can be had by using 
filters contained in the kit.—Stuart 
Heller Co. 
For Details Circle 148 on INQUIRY CARD 


HACKSAW BLADE POUCH of plas- 
tic holds 8 saw blades in three sizes. 
Each blade is in its own compartment, 
Pouch has snap for opening and clos- 
ing and makes it re-usable. Blades 
are standard 10”.—Great Neck Saw 
Mfrs., Inc. 
For Details Circle 150 on INQUIRY CARD 
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Merchandising Aids 
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DISPLAY TOOLS without clutter. 
Metal merchandiser is 39” wide, 28” 
deep and 45” high. Will hold up to 
5-doz. tools. Constructed on 3” casters 
for indoor or outdoor use. Panel for 
price tag on each section—O. Ames 
Co. 
For Details Circle 146 on INQUIRY CARD 














TOOL DISPLAY FOR mounting on 
Peg-Board. A total of 18 different tool 
combinations are available. Pictured 
is the wrench display which holds 24 
items on less than 2 sq. ft. of wall 
space.—Crescent Tool Co. 

For Details Circle 149 on INQUIRY CARD 
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METRIC TOOLS for foreign cars and 
machines, All-metal merchandiser for 
82 tools in sets and kits in meters 
and millimeters. Display case meas- 
ures 24” x 27” and is a permanent 
fixture-—Penens Tool Corp. 

For Details Circle 147 on INQUIRY CARD 


__CLEANING t E 
ey i ia j 


3. 


TWO MERCHANDISERS for 37 pop- 
ular brush styles. Display unit is of 
Peg-board with sign and fixtures. It 
can be adapted for island, gondola, 
wall or column use. The larger unit 
holds 25 brushes, the smaller, 12.— 
Ox Fibre Brush Co. 
For Details Circle 151 on INQUIRY CARD 


VERSATILE MASS DISPLAY UNIT 
uses 20 sq. ft. of floor space. Master 
Merchandiser is 30” x 60” x 515%” 
high and can be extended with two 
end shelf sets to 120” long by 41” 
wide.—Reflector Hardware Corp. 

For Details Circle 152 on INQUIRY CARD 
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ASSORTED HOUSEWARES in poly- 
ethylene. Packed in self-contained dis- 
play carton and printed bright red. 
Housewares are of “Matched Design” 
to sell on sight.—Blisscraft 

For Details Circle 153 on INQUIRY CARD 


SCOTCHLITE REFLECTING num- 
bers and letters on self-sell display 
board. Ideal for lettering trucks, mail 
boxes, and signs. Reflect 155 times 
more than white paint. Dyer Specialty 
Co. 

For Details Circle 154 on INQUIRY CARD 


EMBOSSED TAPES and labels you 
can make “on-the-spot.” Easy to use 
machine makes 2 in. wide tapes in 
vinyl, aluminum, stainless steel, etc. 
—Dymo Corporation 

For Details Circle 155 on INQUIRY CARD 
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... f0F “Profit-Plus’ 
hardware sales! 












































Richards-Wilcox offers the proverbial “horn- 
of-plenty” from which you can obtain a com- 
plete line of standard hardware items plus a 
diversified line of hardware specialties. Many 
items you will undoubtedly want to stock .. . 
others, because of their special applications, 
you will want to buy only on customer request. 
In either case, R-W offers a prime source for 
those important hardware specialty items that 
will earn many dollars of “added-profits” each 
year. The next time you receive a customer 
request for a hard to find hardware specialty 
item, look in your R-W catalog — your direct 
line to “profit-plus” hardware specialties. 
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MANY OF THE R-W HARDWARE 
SPECIALTY ITEMS AVAILABLE 


Industrial and Commercial 
Doors of all types 

Sliding Door Hangers and 
Tracks 

Fire Doors and Fire Door 
Hardware 

Fusible Links 

Hinges of all types 

Panic Bolts, Door Bolts 
Latches, Hasps and Catches 
for Doors and Gates 

Fire Station Bolts, Cremone 
Bolts 

Flush Pulls, Bow Handles, 
Stay Rollers, Floor Guides 
Handrail Brackets 

Concrete Inserts and Studding 
Sockets 

Door Closers 

Electric Operators for Doors 
and Gates 

Airplane Hangar Door Equip. 


Richards-Wilcox , 


MANUFACTURING COMPANY 


for your free copy of 
the R-W Catalog No. 
A-400. 2323 W. Third Street 
Los Angeles 57, Calif. 
Phone Dunkirk 8-6173 


850 S. Van Ness Ave. 
San Francisco 10, Calif. 
Phone Mission 8-6700 


"A HANGER FOR ANY DOOR THAT SLIDES 


1160 Fairview No. 
Seattle 9, Washington 
Phone Main 3650 


For Details Circle 27 on INQUIRY CARD 
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Knighted by 
King of 
Belgium 


David E. 
Sanford 


LOS ANGELES — David E. San- 
ford, importer here of Belgium por- 
celainized cast-iron cookware has 
been knighted by King Baudouin of 
Belgium for his services in promoting 
industry and trade between Belgium 
and the United States. This is the first 
time such an honor has ever been 
bestowed upon a West Coast Citizen. 

The formal presentation and cere- 
mony was conducted by Georges 
Barthelemy, Consul General of Bel- 
gium, representing the Belgian King, 
at the Ambassador Hotel, June 30. 

Members of the Los Angeles met- 
ropolitan press, officials of the Cham- 
ber of Commerce and city govern- 
ment attended. The exact title of Mr. 
Sanford’s honor is, “Chevalier of the 
Order of the Crown.” 


Kentile Builds Calif. Plant 


TORRANCE, Calif.—To meet the 
growing demands of the West, Ken- 
tile, Inc., producer of resilient tile 
flooring, will erect an ultra-modern 
manufacturing plant here. It will in- 
clude two plant buildings and a sep- 
arate office building which will con- 
tain a total of 250,000 square feet of 
floor space. 

The plant will be occupied by Jan- 
uary, 1960. The initial production 
equipment will be installed for the 
manufacture of asphalt tile and 
vinyl asbestos as well as for Kentile 
Adhesive #1. 


Rascher Becomes V.P. 


Arthur C. Rascher, general sales 
manager, the Hobart Manufacturing 
Company, manufacturer of Kitchen- 
Aid home kitchen appliances and 
commercial dishwashers and food pre- 
parers, Troy, Ohio, was namer Vice 
President, sales, recently. 
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Langley 
Names 
General 
Sales 
Manager 


Claude O. 
Roberts 


SAN DIEGO—Claude O. Roberts, 
formerly assistant to the president 
of Langley Corporation of San Diego, 
nationally - known manufacturer of 
fishing tackle, has been named gen- 
eral sales manager of the firm. Rob- 
erts, who joined Langley last Novem- 
ber, was associated with Convair-San 
Diego as contract sales administrator 
for the Model 880 commercial jet 
transport program. 


Black & Decker Salesmen Get 
"Turnover Handbook" Pitch 


ANAHEIM, Calif—A comprehen- 
sive presentation of the irha “turn- 
over handbook” was made here re- 
cently by Otto H. Grigg, Pacific 
Southwest Hardware Association as 
part of Black & Decker’s Fall-Christ- 
mas regional sales meeting at the 
Disneyland hotel here. This was one 
of several regional meetings held to 
introduce the handbook, which is a 
stock selection guide with emphasis 
on increased turnover and related 
merchandising factors. It was incor- 
porated into the electric tool manu- 
facturer’s program to _ familiarize 
Black & Decker salesmen with the 
value of this profit-building merchan- 
dising tool to wholesalers, dealers, 
and manufacturers, alike. 


G.E. Promotes Roten 


The appointment of Robért G. Ro- 
ten as manager-sales for General 
Electric’s vacuum cleaner department, 
Bridgeport, Conn., was announced. He 
joined G.E. in June, 1941 and has 
held various positions as district rep- 
resentative and manager-marketing 
administration and personnel develop- 
ment for the portable appliance de- 
partment. 


Third Man 
Joins 

Rocky Mtn. 
Representative 
Firm 


Phil 
Samson 


SALT LAKE CITY —On August 
1, the manufacturers’ representative 
firm of White-Berrett Co. became of- 
ficially known as_ Berrett-Spilman- 
Samson Co. At the same time, Phil 
Samson, formerly a director of sales 
for Rid-Jid Products at the J. R. 
Clark Company, Spring Park, Minn., 
joined the representative firm and 
made his headquarters in Phoenix. 

Samson will cover Arizona, New 
Mexico, and the Texas Panhandle. 
Pete Spilman headquarters in Denver, 
and covers Colorado, Wyoming, and 
Montana. Emory Berrett, the veteran 
in the company, continues to head- 
quarter in Salt Lake and will cover 
in addition to Utah the states of 
Idaho and Nevada. 


Officers Elected at Landers 


Bret C. Neece, who has been serving 
as president and board chairman since 
1958, was elected as board chairman. 
He will be succeeded as president of 
the company by Harry T. Silverman 
who has been president of the recently 
acquired wholly-owned Landers’ sub- 
sidiary, Landers, Plume & Atwood 
Corporation of Thomaston, Conn. 


KitchenAid Names Schneider 


Walter Schneider has been ap- 
pointed sales manager for the Kitchen- 
Aid Electric Housewares Division, 
the Hobart Manufacturing Company, 
Troy, Ohio. He will supervise activity 
of the firm’s field representatives, 
manufacturers’ representatives, and 
500 distributors. The division makes 
three models of KitchenAid Food pre- 
parers with attachments and electric 
coffee mill. 
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New 
V.P. at 
Prolon Div. 


Theodore 
F. Wilson 


Theodore F. Wilson was appointed 
vice president in charge of dinner- 
ware sales, Prolon Division of Pro- 
phy-lac-tic Brush Company, Florence, 
Mass. Wilson’s appointment is effec- 
tive immediately. 


Zimmerman Named Western 
Manager for Libbey Glass 


SAN FRANCISCO—Paul F. Zim- 
merman, who has been manager of 
the branch here, was appointed West- 
ern regional sales manager in July. 
He succeeds John V. Higgins who was 
headquartered in Los Angeles and has 
been promoted to sales research man- 
ager in Toledo. 

Zimmerman joined Libbey Glass in 
1952 to take charge of the San Fran- 
cisco branch located in the Western 
Merchandise Mart. Previous to this 
he was employed by M. Seller, house- 
wares wholesalers in San Francisco. 
He started in 1945 as a salesman and 
a few years later became china and 
glass buyer. Zimmerman will con- 
tinue to make his headquarters in the 
Western Merchandise Mart. 

Larry G. Busdieker, has been trans- 
ferred from Seattle, where he was 
branch manager, to San Francisco as 
branch manager. He _ started with 
Libbey sales department in Toledo in 
1948 and four years later was assign- 
ed to the Los Angeles branch. In 1953 
he was transferred to Seattle. 

The new Seattle branch manager is 
Joseph V. Shipman of Libbey’s Phila- 
delphia branch office. He started with 
the company in 1934 at the Toledo 
plant and two years later joined the 
sales department. He was assigned to 
the New York branch in 1945 and to 
Philadelphia office in 1950. 
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THE KEY TO DEVELOPMENT IN HAWAII 
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A LARGE CEREMONIAL KEY “to doorways of economic development in 
Hawaii” was given to W. L. Doering, Vice President, of 110-year old Amer- 
ican Factors, Ltd. of Hawaii by James D. Young (second from left), sales 
manager of 90-year old Yale & Towne. The ceremony marking the birthday 
of Yale & Towne’s representative in Hawaii took place at the opening of a 
week-long series of conferences between executives of the two firms to expand 
the distribution of Yale builders’ locks and hardware to meet the needs of the 
fiftieth state’s growing building industry. Shown at the ceremony are: (Left 
to right) Thomas A. Morris, Yale & Towne manager of architectural hard- 
ware; Mr. Young; Mr. Doering; John C. Hughes, manager of American Fac- 
tors’ hardware department; Lyle W. Foster, assistant manager of American 
Factors’ hardware department; and Frank J. Woolley, manager of American 
Factors’ finishing materials section. (American Factors’ background and de- 
velopments will be reviewed in HARDWARE WORLD’S special “Welcome 


Hawaii” issue in November.) 


Sten Retires from 
Montana Hardware Co. 


BUTTE, Montana—F. J. Sten, man- 
ager of the Montana Hardware Co. 
since 1936, has retired, and Charles 
C. Carveth, who has been sales man- 
ager, has succeeded him, according to 
Edward I. Renouard, vice president 
in charge of Western operation of 
the Anaconda Co., parent company 
of the firm. 

Sten came here from Great Falls, 
Mont., where he was supervisor of 
Montana Hardware operations. In 
Butte he was a director of the Cham- 
ber of Commerce, and is a past presi- 
dent of the Butte Rotary Club. 

His successor, Carveth, is a native 
of Butte and a graduate of Montana 
School of Mines. He joined the Mon- 
tana Hardware in Butte as manager 
of the industrial sales department in 
1947, and was promoted to sales man- 
ager last September. 

Carveth is president of the Mon- 
tana School of Mines alumni associa- 
tion, and is a member of the Butte 
Rotary Club. 


R B & W Elects Davey Sales V.P. 


John S. Davey has been elected vice 
president in charge of sales for 
Russell, Burdsall & Ward Bolt and 
Nut Company. He has served RB& W 
in executive engineering, marketing 
and production capacities for thirty 
years, most recently as vice president 
in charge of research and engineering. 


Stanley 
Appoints 
Manager for 
So. Cal. 


Howard G. 
Smith 


EL MONTE, Calif. — Howard G. 
Smith has been named manager of 
Stanley Building Specialties Western 
Company here. The company is a sub- 
sidiary of The Stanley Works of New 
Britain, Conn. 

Smith was formerly with Resin In- 
dustries, Santa Barbara, where he was 
executive vice president and general 
manager. Previously he was assistant 
branch sales manager of American 
Radiator and Standard Sanitary in 
San Francisco. 


Medalist Appoints Palm 


Floyd Palm, Jr., Medalist Hardware 
manager for the past eight 
years, has been named director of 
sales for the Medalist Hardware Di- 
vision, National Lock Company, Rock- 
ford, Illinois. Palm has been asso- 
ciated with the firm for more than 
23 years. He will be responsible for 
the total sales effort of all products 
packaged and sold for building supply 
which include National Locksets, cab- 
inet hardware, builders’ hardware, 
shelf hardware, and screws and bolts. 

J. H. Hoke, a veteran of 25 years 
with National Lock, has been named 
to succeed Palm as Medalist Hard- 
ware sales manager. 


sales 
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NEWS 





Lease Plan for Dealers 


A special Package Lease Plan for 
the hardware industry was announced 
by Nationwide Leasing Company, Chi- 
cago. Under this plan any combina- 
tion of equipment may be considered 
one package and leased as a unit for 
three to five years. The plan allows 
small firms to acquire $10,000, $25,- 
000, $50,000 or more in equipment 
without capital investment. A firm 
could lease $10,000 worth of equip- 
ment for three years for a monthly 


payment 


of $320. 


“That’s right, the whole vacation 
came right out of profits from my Clarke 
floor machine rental department. I 
actually made an extra $4,000 last year 
in rental fees and profits from impulse 
sales and related do-it-yourself floor 
finishing items. And did it with just one 
set of Clarke rental machines.” 

You can earn an extra $4,000 a year 
just as easily. By setting up a Clarke 
rental department, you establish your 
store as rental headquarters for do-it- 
yourself floor finishing machines. Traffic 
jumps as you promote your department 
with the many merchandising aids 
Clarke gives you. Rental fees quickly 
help pay off your investment. And sales 
of related items — sandpaper, sealer, 
wax, varnish — plus sales of impulse 
items to rental customers soon build 
your extra profits to the four-figure 
mark. And it all comes in directly from 
your Clarke Rental Department. 

If you’re interested in a nice, long 
vacation, a new boat, car or anything 
an extra $4,000 can buy, let us tell you 
exactly how you can get it. Write for 
details. 


Clarke 


FLOOR MACHINE CO. 


Formerly Clarke Sanding Machine Company 


Dremel Appoints Lee Arter 

LOS ANGELES—Lee Arter Com- 
pany, 5221 El Mirador Drive here, 
has been appointed representative of 
the Dremel Manufacturing Company, 
Racine, Wisconsin. Dremel’s new line 
of electric shoe polishers will be 
stressed as a premium in the Cali- 
fornia territory. 


Lloyd Heads Sales for Armour 


Melvin L. Loyd has been appointed 
to the new position of retail products 
sales manager, Armour Alliance In- 
dustries, Alliance, Ohio. He will su- 


we 
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A complete Clarke Rental 
Department includes floor 
sander, edger, polisher, 
tug shampoo machine, 
wet-dry vacuum 

and hand sanders. 
finish and shampoo. 


cleaner 
Floor 


668 E. Clay Avenue, Muskegon, Michigan 


Authorized Sales Representatives and Service Branches 
in Principal Cities 

In Canada: Clarke Floor Machine Company (Canada), 
Lid., 21 Advance Rd., Toronto 18, Ontario 


For Details Circle 28 on INQUIRY CARD 


pervise all retail product sales and 
merchandising for the adhesive, 
coated, abrasives and cushioning prod- 
ucts divisions. 

Mr. Lloyd has been serving in the 
capacity of retail products sales man- 
ager. Coated Abrasives Division, Ar- 
mour and Company. Prior to joining 
the company in May 1956, he was 
district sales manager, Wyandotte 
Chemicals Corporation; and depart- 
ment manager, Butler Brothers Com- 
pany. 


Barclay Appoints Ruhl 


Ira Ruhl has been appointed new 
general sales manager for Barclay 
Manufacturing Co., Inc., New York. 
He will be in charge of all the sales 
of the company’s Barclay, Barclite 
and Barewood products. 

Ruhl was previously a Sales Man- 
ager for The Rubberoid Company. 


Westinghouse Names May 


LOS ANGELES—Robert N. May 
has been named sales manager of 
major appliances for the Los Angeles 
district of Westinghouse Appliance 
Sales, William L. Constance, district 
manager, announced today. May 
comes to Los Angeles from Des 
Moines, Iowa, where he was sales pro- 
motion manager for Westinghouse 
Appliance Sales. He joined the com- 
pany in 1955. 


IT HAPPENED AT WAIKIKI 


THE NAME drawn out of the monkey 
pod bowl by Nalani, featured hula 
dancer at the Hawaiian Village Ho- 
tel, Honolulu, was Donald Blake, an 
employee of Sanvik Bros, Inc., Rud- 
yard, Montana. His name was select- 
ed from more than 100 dealers and 
their sales people who were finalists 
in the Ortho Hawaii Sweepstakes. He 
won a 10-day, all-expense flying trip 
to Hawaii for himself and his wife, 
Rachael, in June. (This picture should 
also remind you of _ HARDWARE 
WORLD’S “Welcome Hawaii” issue 
in November.) 


HARDWARE WORLD 





THESE NEW PEGBOARD* DISPLAYS 


sPpELL CRESCENT a SALES 


Patented Double Prong Fasteners support heavy 
weight without damage to Pegboard.* 


Designed for any standard Pegboard* panel having 


quarter-inch holes, these colorful, eye-catching displays 


Crescent 


are so compact as to make possible a complete Crescent Tate 


Tool department in a 25 square foot area. Rigid con- 
struction with long tool hooks provides generous stock 
capacity in small space. 

Each of the 18 units illustrated above comes in its 
own individual carton; fixture and tools complete. Each 
unit is priced at the cost of tools alone...no charge 
whatsoever for the mounting fixture. Only fast turnover ; 

Retail prices printed on strips. We 


tools are included in these selections. Your jobber can supply new ones for price changes. 


give you complete information. See him soon. 


*Pegboard is a registered trademark of the Masonite Corp. 


Sign of the Cfrtisan 
Symbol of Ercdllence 


DISPLAY 


Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 


For Details Circle 29 on INQUIRY CARD 
AUGUST 1959 49 





AN OLD WESTERN SALES LINK 


Rueger Company of Los Angeles Has 
Served as Manufacturers Representative 
Throughout West for Seventy Years... 
Becomes Member of H-W 50 Year Club. 


HE manufacturer’s represen- 

tative firm of Rueger Com- 
pany is one of three pioneer 
Western representative firms 
that started activity in the West 
back in the 80’s. 

With the home office in Los 
Angeles the company serves 12 
of the Western states with 6 dis- 
trict offices and an average of 
18 employees, 11 of whom are 
in direct sales work. 

A manufacturer’s representa- 
tive sales organization normally 
consists of people with experi- 
ence and enthusiasm for selling 
and serving. This firm’s slogan 
paraphrases this thought with 
“A Friendly Link in the Chain 
of Relationship between Manu- 
facturer and Distributor.” 

This company was established 
originally by John T. Rowntree, 
who organized the company un- 
der his own name in 1889 in Los 
Angeles. Initially he covered a 


Jeff Rueger 
Owner-Manager 


Al Kuhn 
Los Angeles 
Dist. Mgr. 


rather wide territory personally 
but later established offices in 
the major market areas in the 
west. In 1921 competition was 
becoming increasingly keen and 
changes were taking place to the 
extent that Rowntree felt the 
need for specialized assistance. 
Accordingly he brought Godfrey 
Rueger into the firm to take 
over management. At the time, 
Rueger was in charge of build- 
er’s hardware at Dunham, Car- 





HEADQUARTERS office force takes care of Southern 
California office as well as record keeping and service for 
the branches. Headquarters also has large warehouse 


facilities. 


Larry Haneberg 
Hawaii-Sales 


Joe Pitts 
Denver 
Dist. Mer. 


Allen B. Baker 
Portland 
Dist. Mer. 


Clair Phillips 
Utah-Dist. Mgr. 


Don Raymond 
Seattle 
Dist. Mgr. 


rigan, and Hayden in San Fran- 
cisco. Shortly afterwards John 
T. Rowntree retired. However, 
before his subsequent death in 
1925, arrangements had been 
completed for Rueger to take 
over the ownership. 

In the early 30’s, Jeff Rueger, 
son of the then owner, joined 
the firm and operated on a com- 
pany management level out of 
San Francisco for some 13 or 14 
years. In 1943 it became neces- 


SAN FRANCISCO office includes Agnes Brannigan and 
the three men (left to right): Robert Connelly, salesman; 
Norville Murray, Jr., in charge of No. Calif. and Brent 


Martin, stock man. 
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CONFERENCE 
ROOM in L, A. 
headquarters is 
used for staff 
meeting. Rueger 
is at far right 
with Al Kuhn, So. 
Calif. dist. mer., 
at his right, and 
Charles Ford, 
industrial sales, 
to his right. 


sary for Jeff Rueger to transfer 
his residency to the Los Angeles 
home office. At about this same 
time he acquired a partnership 
and finally in 1949 purchased the 
assets of the business thus be- 
coming sole proprietor. 

Since that time Jeff Rueger 
has served as owner and gen- 
eral manager of the organiza- 
tion. 

The home office is located at 
1335 South Hill Street in Los 
Angeles and the facilities in- 
clude not only office space but 
some several thousand feet for 
warehousing of industrial items. 

Al Kuhn is Los Angeles dis- 
trict manager with jurisdiction 
over Southern California, south- 
ern Nevada and Arizona. He 
joined the firm in 1945 after 
working for several years with 
Almquist Brothers, a prominent 
industrial supply house in Los 
Angeles. 

The San Francisco office is lo- 
cated at 889 Bryant Street and 
is under the charge of Norville 
(Mike) Murray, Jr. Agnes 
Brannigan, secretary in the San 
Francisco office, has the second 
longest service record with the 
company, having served since 
1922. 

The person with the longest 





HEADQUARTERS BUILDING in Los 
Angeles is two stories. Offices are in 
front on ground level with warehouse 
space in back and upstairs. 
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service record is Allen B. Baker 
who is district manager in Port- 
land. Allen Baker affiliated with 
the company in 1921. 

Don Raymond with 14 years 
of service is district manager in 
Seattle. 

Clair Phillips, district man- 
ager of the Salt Lake City office, 
and Joe Pitts working out of 
Denver have been associated 
with the firm for about six years 
respectively. 

In Hawaii the affairs of the 
company are well handled by 
Larry Haneberg. 

Rueger Company has been 
given membership in HARD- 
WARE WORLD’S Western 
Hardware 50 Year Club. 


@ The addition 
of this 30 lb. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 


your biggest 
profit line 


-your fastest 
selling line 


Painters 


Red Devil Tooks. 


UNION, N.J., U.S.A. 











The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
1034,” high with 9” 
diameter base. All 
metal. Revolves. 


MOORE PUSH-PIN CO. 


SINCE 1900... MAKERS OF FAMOUS MOORE PUSH-PINS 


113-25 BERKLEY ST., 


PHILA. 44, PA. 
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PRESIDENT WALLY SUVA 
AND WIFE play parts of 
King Neptune and his Queen 
to visiting delegates. 


SEATTLE MEMBERS surround 
“King and Queen” as_ skip- 
pers, pirates and mermaids in 


THE PIRATES 


the King and Queen as 


part of opening 


greeting committee. 


tivities. 


JIMMY STEWART of 
Portland with the myste- 
rious sign “Pakau!” is 
greeted by King and aide. 


capture 


day fes- 


POT & KETTLE CLUBS CUT CAPERS IN CANADA 


Annual Convention Hosted by Seattle Club 


PAST PRESIDENTS wel- 
come Wally Suva to their 
fold on the last night of his 
reign. 


ON THE WAY TO THE 
CONVENTION San 
Francisco members pre- 
pare novelty lapel with 
tiny cups and saucers. 
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Members of the Associated Pot & 
Kettle Clubs of America held their 
annual convention June 21-24, at 
Harrison Hot Springs, British Co- 
lumbia, Canada. The convention 
opened with President Wally Suva 
and his wife Jo as the Seafair King 
and Queen holding court as members 
and their families arrived at the 
hotel. King Neptune reigned  se- 


WALLY SUVA (left) is ready to 
relax as retiring president of As- 
sociated Pot & Kettle Clubs as 
soon as he can give the gavel to 
C. R. Adams of San Francisco. 


‘ * 


renely, surrounded by his pages, pi- 
rates and the entire Seattle club, who 
heaped welcoming indignities and 
other honors upon arriving guests. 
Wally Suva, Frederick and Nelson 
china and glass buyer, relinquished 
his office to the newly elected presi- 
dent, C. Roderick Adams of San 
Francisco, an associate of R. S. 
Barkell Co. Retiring president Suva 
was given two presentations at the 
installation of new officers banquet. 
The gifts were a _ giant tumbler 
etched with the names of his fellow 
members in the Seattle club, and a 
39-jewel watch. Dick Peterson, presi- 
dent of the Seattle club, was MC. 


ef 


BUSINESS SESSION takes 
on a serious note as Frank 
Harford gives report on the 
Club’s housewares directory. 


THE SAN FRANCISCO 
MEMBERS AND WIVES pa- 
rade around during Cocktail 
hour in Chinese Costumes 
(theme of 1960) Convention. 


THE NEW PRESIDENT 
AND FIRST LADY are be- 
ing introduced by Wally 
Suva at Annual Banquet. 


HOBERG’S IN 1960 is the 
place for the Convention spon- 
sored by San Francisco as 
shown in pictures on bulletin 
board. 


MASTER OF CEREMO- 
NIES Dick Peterson, Seat- 
tle, introduced new officers. 
Loving Cup hides Wally Suva. 


ek cg 
SAN FRANCISCO PAN 
HANDLERS’ President, 
Pat Collins, looks at new 
president and wife as Mr. 
and Mrs. Pot & Kettle. 
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SO LIGHT... 
SO STRONG... 


SO SWIFT TO SELL! 


Now’s the time to get in— and cash in —on the 
zooming pleasure boat business. Sell Tubbs syn- 
thetic ropes for anchor, mooring, yachting lines. 
Tubbs Nylon*, Dacron*, and Polyethylene Ropes 
offer far greater strength than Manila — with far 
less weight. All are highly resistant to rotting, ma- 
rine organisms and water ...can be stored wet... 
need no treatment... give smooth, easy handling. 


NEW POLYETHYLENE 

WATER SKI TOW ROPE KIT 
Comes in a handsome, see- 
through reuseable plastic 


*Tubbs Nylon Rope is made from Du Pont 707 nylon. Dacron is the 
Du Pont trade mark for its polyester fiber. 


gm Si -}-}— 


omed  gey Vek 5 
COMPANY 


container. The label on the colorful rope contains 
complete do-it-yourself instructions for making offi- 
cial single, double and combination water ski tows. 
On the shelf it’s a self-seller! 


REMEMBER—IT’S EASIER TO SELL ALL 
TUBBS ROPE... because of the versatile packag- 
ing. Self-serv Cartons with pre-measured, connected 
coils for Manila, Sisal, Cotton and Nylon. Ready- 
Measured Boxed Coils measured and marked every 
five feet for Manila and Sisal. Octagonal Cartons 
for full and half coils in all sizes and grades of 
Manila, Sisal, and Cotton. 

See your jobber and specify Tubbs — unsurpassed for quality since 


1856. For technical information on Tubbs rope and its uses, write 
Dept. H-8. 


SYNTHETIC ROPE 


200 BUSH ST., SAN FRANCISCO . 607 SO 
15TH AVE. W. & NEWTON ST., SEATTLE : 2324 
BOX 1, CUYAHOGA FALLS, OH! 1907 
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POT & KETTLE 
held their own special ban- PRESIDENTS of P. & K. 


quet. dies Auxiliaries at head table. 


BREAKFAST was a time for MORE BREAKFAST, more 
conversation and planning. coffee, more talk, and more 


planning. 


Ladies PRESIDENTS AND PAST 


RECESS from morning business sessions in the above 
two pictures. Both serious and light discussions took 
place. 


TOURNAMENT for golfers in the two pictures above, 
found motor carts comfortable and score cards unbe- 
lievable. 





HARDWARE STORE OF THE FUTURE? 


SERVICE 


ig Tw 


ary e 


SELF-SERVICE AND SELF-SELLING in your 
hardware store with automatic vending machines 
for prepackaged items may not be too far in the 
future. A new device by A.B.T. Manufacturing 
Corp., Chicago, will accept and recognize dollar 
bills, and make proper change. The device is used 
to dispense any item costing a dollar or less. Any 
number of advantages are apparent with vending 
machines which automatically serve customers. 
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COLOR GIVES LIFE 
































= 


TOUCHES OF COLOR added to a drab, colorless 
facade can bring new life and “sidewalk sell’’ to 
any small retail store. The top illustration shows 
an older store with no structural changes made, 
but color added outside to invite customers inside. 

Lower illustration pictures a new front in- 
stalled with color accents of Kawneer Zourite por- 
celainized aluminum facing, colored glass door 
stops and harmonizing store front sash. 
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Remmel New Southwest Rep 


President H. Wesley Hibbert of 
Pecora, Inc., Philadelphia, Pa. an- 
nounced that Thomas Remmel has 
joined the Southwestern district sales 
staff. Remmel will represent the com- 
pany’s building trade line of calking 
compounds, tile adhesives and other 
products in an eight state area from 
Kansas to Texas. 


S & Q Planning Committee 
Hold 3-Day Meeting 


Two Western hardware retailers 
joined with seven other hardware re- 
tailers in Minneapolis to hold a 3-Day 
meeting at the planning committee 
for S & Q’s Stores Program. The 
westerners were Joe Meyer, Golden, 
Colorado, and Bill Kyle, Idaho Falls, 
Idaho. 

The committee approved an aggres- 
sive direct mail and newspaper ad- 
vertising program for all stores in 
the 21-state area. Plans were also ap- 
proved for the S & Q Stores 1960 Re- 
tailers’ Conference in Minneapolis on 
February 1, 1960. 

L. M. Hatfield, at one time sales 
manager of Marshall-Wells in Port- 
land, is president of Janney, Semple, 
Hill & Co. Benton J. Case is Chairman 
of the Board and Chief Executive 
officer. 


SWISS BOOT PRESENTED 


if ¥ 

MAKING A TOUR of the West is 
Freddie Bragger (right) from Switz- 
erland trying to find the potential for 
the Raichle Boot, which he is hold- 
ing, in the Western States. He is dis- 
cussing the matter with Mike Shan- 
non, sales manager of Don Morrill 
Company, Fresno. The firm represents 
the boot line. Bragger worked with 
Bob Ramsey in Seattle area, Bart 
Wilson in So. Calif. area and Bill 
Abbott in the Rocky Mountain terri- 
tory, all members of the Don Morrill 
Company. 
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TOOL ~ HANDLES 


offer 


Selling Advantages 


that mean more 
Turnover and Profit 


1. Priced to move fast with full profit 
margin for you. 


2. Manufactured to give user satis- 
faction. Made of finest second 
growth hickory. 


3. Clearly labeled for quick identi- 
fication by pattern number, name 
and weight tool they fit. 


. Sales helps to assure that quick 
turmover every aggressive 
dealer demands. Write for free 
copy of handy wall chart C 
illustrated at left. This wall 
chart simplifies selecting 
proper handle for specific tools. 


Send for 
Catalog B 


Sequatchie Handle Works 


Sequatchie, Tenn. 
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SMALL 


HARDWARE 
ITEMS 


“ewe vou P IG 


EASY-T0-SELL 
PROFITS 


£2 CUP HOOKS 


One-Piece Durable 


6 sizes ('/" to 1/4") in Nickel and 
Brass, each 

packed 100 to &-2 ED . HOOKS 
a box. %" size vs 
carded in 7 

popular colors 


plus Nickel and TLL A 


Brass. 


“ez UTILITY HOOKS 


Handy self-screw all purpose hook in 
ae plated finishes. 2-to-a-card or 
i boxes of 50. 


ay 


3 cont HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes cf 25 with 


6 wells 
““* WING NUTS 


Bright rustproof finish . . . 
4 popular sizes . . . boxed 
in an attractive counter 
display. Also available in 
bulk or packaged 
100 to-a-box in a 


Qr? skies? 
ay oo NUTS 


Attractively finished and packed 
in a self-selling counter display 


assortment in 4 popular sizes. 

Also available in bulk or in 

boxes of 100 in all thread 
— sizes 


JOBBERS: Write now for prices and _ 

heets on GRC's full line of money-moking har 
= items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEYS. 
DEALERS: See your jobber salesman for im- 
mediate delivery on 
these and other GRC 
hardware items 


GRIES REPRODUCER CORP. 


N! ~World's foremost producer of small die castings 
'% 132 Beechwood Avenue, New Rochelle, N. Y. 
“NEw Rochelle 3-8600 
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SCHEDULE OF CONVENTIONS AND SHOWS 


Aug. 9-12 PORTLAND GIFT SHOW, Public Auditorium and Plaza 
and Benson Hotels, Portland, Ore. (Kay Leber, WEA, 
1355 Market St., San Francisco, Calif). 


SEATTLE GIFT SHOW, Civic Auditorium, Olympic and 
New Washington Hotels, Seattle, Wash. (Kay Leber, 
WEA, 1355 Market St., San Francisco, Calif.) 


SIXTH ANNUAL WESTERN TACKLE JOBBERS MAR- 
KET WEEK, Whitcomb Hotel, San Francisco, Calif. 
(Thomas R. Rooney, director, Association of Western 
Fishing Tackle Manufacturers Representatives, 325 Pa- 
cific Ave., San Francisco 11, Calif.) 


SPOKANE GIFT SHOW, Davenport Hotel, Spokane, 
Wash. (Kay Leber, WEA, 1355 Market St., San Fran- 
cisco, Calif.) 


DALLAS GIFT SHOW, Dallas Trade Mart, 2100 Stem- 
mons Freeway, Dallas, Texas 


ALLIED GIFT & JEWELRY SHOW, Hotel Adolphus, 
Dallas, Texas (Allied Exhibitors, Inc., 3832 Wilshire 
Blvd., Los Angeles 5, Calif.) 


MIDWEST HARDWARE & HOUSEWARES SHOW, 
Navy Pier, Chicago, Ill. (Sponsored by State Hardware 
Associations of Illinois, Indiana, Michigan and Wisconsin, 
William B. Moody, manager, 1451 Merchandise Mart, Chi- 
cago, III.) 


NATIONAL BUILDERS’ HARDWARE ASSOCIATION 
EXPOSITION, Hotel Roosevelt and City Auditorium, New 
Orleans, La. (W. S. Haswell, 515 Madison Ave., New York, 
N. Y.) 


AMERICAN SOCIETY OF ARCHITECTURAL HARD- 
WARE CONSULTANTS CONVENTION, Roosevelt Ho- 
tel, New Orleans, La. (W. S. Haswell, 515 Madison Ave- 
nue, New York, N. Y.) 


NATIONAL HARDWARE SHOW at New York Coliseum, 
New York, N. Y. (Frank Yeager, 331 Madison Avenue, 
New York, N. Y.) 


NATIONAL WHOLESALE HARDWARE ASSOCIATION 
CONVENTION at Atlantic City, N. J. (Thomas A. Fern- 
ley, 1900 Arch St., Philadelphia, Pa.) 


AMERICAN HARDWARE MFRS. ASSOCIATION 
CONVENTION, Convention Hall, Municipal Auditorium, 
Atlantic City, N. J. (A. L. Faubel, 342 Madison Avenue, 
New York, N. Y.) 


MARKET DAYS, Dallas Trade Mart and Dallas Home 
Furnishings Mart, 2100 Stemmons Freeway, Dallas, Texas 


*t. 8-10 MID-AMERICA LAWN, GARDEN & OUTDOOR LIVING 
TRADE SHOW, International Amphitheatre, Chicago, III. 
(Frank M. Yeager, 331 Madison Avenue, New York, N. Y.) 


. 18-15 PACIFIC SOUTHWEST HARDWARE ASSOCIATION 
CONVENTION Disneyland Hotel, Anaheim, Calif. (Otto 
Grigg, Pacific Southwest Hardware Assn., 1519 South 
Garfield, Los Angeles, Calif.) 


For additional information about the conventions and shows listed above 


and others not listed in this issue, write to HARDWARE WORLD Service 
Bureau. 
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YOU ARE CORDIALLY INVITED TO 
ATTEND THE 14TH ANNUAL 


ational 
Hordware Show 


including the 
LAWN, GARDEN & OUTDOOR LIVING DIVISION 


at the COLISEUM in NEW YORK 
Sept. 28 thru Oct. 2 


for the trade only 


Join the more than 40,000 buyers who annually make their 


pilgrimage to the merchandising Mecca for hardware, 
housewares and allied items ... lawn, garden and outdoor 
living products. See tomorrow's products and packaging 
... learn about the promotions and profit-offerings of more 
than 1,000 manufacturers. Plan now to go to the show 

all buyers know ... the most complete and diversified trade 
show in America. Fill out and mail the coupon today for 
your free badge of admission. 


€ aac Daa eee 
NATIONAL HARDWARE SHOW 

Suite 1103, 331 Madison Ave., New York 17, N.Y. 

Please check below if you wish us to make hotel reservations for you. 
(Please Print) 


NAME TITLE 
FIRM a: 
STREET 
CITY ~_ STATE 
TYPE OF BUSINESS 


Please check below the classification of your business. 
Wholesaler Retailer Dept. & Chain Store Buyer 
Executive Offices: 331 Madison Avenue Importer-Exportef Mfgrs: Agent Manufacturer | | Other 
New York 17, N. ¥., MUrray Hill 2-4802 Please send us your hotel reservation blank. 

Minors under 18 yrs. of age will not be admitted under any circumstances. 


cee cee ca aye RY Nt ee EN ee me Set me me a ae! 
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So. Cal. Plays Host 
(Continued from page 37) 


Skil Corporation, Chicago, gave 
the manufacturers’ side of the 
turnover picture with the title, 
“Turnover A Marketing 
Must.” He explained how his 
company had built products to 
fit into the turnover program of 
the Association. 

Leonard Farr, partner in 
Farr’s Hometown Hardware, 
Coos Bay, Oregon, gave a very 
comprehensive review of their 
entire credit program. 

Parts of this speech will be 
reprinted in the September is- 
sue of HARDWARE WORLD. 

The Association’s Day at Dis- 
neyland was an exciting outing, 
not only for the youngsters, but 
the parents as well. All those 
present joined in many thrilling 
rides and stayed long enough for 
the climax of fireworks. 

The annual banquet was held 
on Wednesday night with enter- 
tainment and dancing. 

Next year’s’ convention will 
be held in Philadelphia. 





Where's The Number? 


Due to mechanical limitations the IN- 
QUIRY NUMBER is sometimes omitted at 
the bottom of an ad. To find the inquiry 
number check the INDEX TO ADVER- 
TISERS on Page 64 of this issue. 








CIRCLE THE NUMBER—WE DO THE REST 
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AD SERVICE 

(Continued from page 41) 
stuffers on instruction for selecting 
and using wood and metal screws; 
Reprints from POPULAR SCIENCE 
on How They Make 10 Million Wood 
Screws a Day. Circle number 249. 
WALL CHART—Wood screw actual 
size chart (8% x 11). Circle number 
250. 
REPRINT—How to Use Screwdriv- 
ers. Reprint from POPULAR ME- 
CHANICS. Circle number 251. Na- 
tional advertising support given. 


TRUE TEMPER CORPORATION 


MATS—Newspaper mats for tools 
and fishing tackle. Circle number 252. 
WINDOW BANNERS—Banners for 
hammers; window trim for fishing 
tackle. Circle number 253. 
CATALOG—Complete catalogs for all 
True Temper products. Circle number 
254. 

SPECIAL KITS —Spring Tool-Up- 
Time kit containing material for 
point - of - purchase, banners, window 
trimmings and other items for spring 
promotion. Circle number 255. Na- 
tional advertising support given by 
company. 


UNITED STATES STEEL CORPORATION 


MATS—Mats available for all prod- 
ucts listed in catalogs. U. S. Steel 
Corp. offers their new STEELMARK 
selling kit. The complete package con- 
tains display material, including three 
banner mobile, window banners, tags 
for products and other items; two 
column mats and the STEELMARK 
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SCREW ANCHORS and JACK NUTS sty, So 
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symbol; booklets, including 36 Ways 
to Close a Sale. Circle number 256. 
National advertising support given by 
company. 


VAL-A COMPANY 


MATS—One column newspaper mats 
for Tehr-Greeze fabric cement. Cir- 
cle number 257. 


IMPRINT MATERIAL Envelope 
stuffers for fabric cement; order from 
postcard. Circle number 258. 
CATALOG SHEETS — All purpose 
Tehr-Greeze cement catalog sheets 
available. Circle number 259. National 
advertising support given by com- 
pany. 


VICTOR SAW WORKS, INC. 


MATS—For Star hacksaw blades 
and frames, band saw blades, and Vic- 
tor saws and blades. Circle number 
260. 

ELECTROTYPES — Electros and 
proofs available for Star hacksaw 
frames and blades, and Victor blades 
and hacksaw frames. Circle number 
261. National advertising support 
given by company. 


G. F. WRIGHT STEEL & WIRE CO. 


MATS — Newspaper mats for wire 
cloth, chain link fence, gutter guard 
and other Wright products. Circle 
number 262. 

CATALOG SHEETS—Catalog pages 
and circulars for wire cloth, netting, 
TV guy wire strand and other prod- 
ucts. Circle number 263. National ad- 
vertising support given by company. 
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HOUSEWARES DAY AT THE RACES 


FOURTH ANNUAL DAY AT THE RACES for the 
Housewares Club of Southern California was held recent- 
ly. A record crowd of members from the Club was on 
hand to see Midnight Date win the Housewares Club of 
Southern California Handicap. After the race the Club 
president, Roger Dunstan, and his wife (at left) were 
photographed with the winning jockey, Alex Maese; the 
owner of the horse, Mrs. Ellsworth, and the trainer, Mr. 
Tenney, in the winner’s circle. 


WIISHIRES 


Exciting New Values 


TOP 'EM ALL! 


SPECIAL PROMOTIONS! 


3 pc. HANGING 
TOOL ENSEMBLE 
A top-quality value 
at a low, low price! 


$95 00 


LIST 








OOOO 


WUE 


OOO OO500 


Write for 
new Catalog 


WILSHIRE MFG. CO. 


4865 SAN FERNANDO RD. WEST * LOS ANGELES 39, CALIFORNIA 
For Details Circle 38 on INQUIRY CARD 





AUGUST 1959 


Do floor nails 
rip into your 
Ss 


rental sander 
always working 





For rugged 

rental trade. 

Only Holt Streamliner 8 
Floor Sander 

exhausts dust thru 
removable handle. 


When you rent Holt sanders you have the profitable advantage of 
patented demountable drum cushion that you can replace on the 
job or in your store in a matter of 5 minutes. All you have to do 
when the inevitable damage to cushion occurs, is loosen one nut, 
take off the old cushion, slip on the new one —and you're in 
business again. You don’t even remove the drum—just the cushion 
itself comes off. Thus there’s no lost rental while waiting a num- 
ber of days for an exchange drum from the factory, or for a re- 
paired cushion to “set”... no need to tie up capital in spare drums. 


To remove cushion, 
loosen this nut. 


Slip off old, slip 


on new cushion. 


Another exclusive advantage for you is the streamlined design 
of the Holt rental sander. For example, there’s no separate pipe 
for dust exhaust. Dust is carried up thru the handle pipe into the 
dust bag, leaving the machine free of gadgets that catch and 
break. It’s easy to put into and take out of private automobiles. 
For full details, mail coupon NOW. 


PHO 
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MANUFACTURING CO. 


BETTER FLOOR MACHINES 
FOR MORE THAN 30 YEARS 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


HOLT MFG. CO. Dept. K-8 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me folders describing Holt rental machines. 


NAME 





POSITION. 





FIRM 





ADDRESS. 





For ; Details Circle 39 on INQUIRY CARD 





To help you 
ring up Sales! 


! < " al 


FREEWAY 
All-Purpose 
Brooms now 
Carry a... 


No other broom 
manufacturer offers 

a specific guarantee . . . and no 
broom is a genuine FREEWAY® 
unless it carries the registered 
FREEWAY® symbol. 


FREEWAY ® Duratex Plastic 
All-Purpose Brooms outlast con- 
ventional brooms 3 to 1... sweep 
cleaner wet or dry . . . are imper- 
vious to commonly used petro- 
leum and caustic products. Order 
your supply today in sel f-display- 
ing cartons that sell on sight. 


AMERICAN 
PUSH BROOM CO. 


114 Fern Street 
San Francisco + ORdway 3-8891 
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IN MEMORIAM 











CLINTON W. BEAN 


SPOK ANE—Clinton W. Bean, 73, 
retired hardware retailer here, died 
on June 14. He owned and operated 
Bean Hardware here until his retire- 
ment in 1947. Before starting his own 
store he had worked for other hard- 
ware retailers in and around the 
Spokane area. His first job was with 
the old Holly-Mason Hardware store 
in 1906. 


HARRY C. CONSTABLE 

KANSAS CITY, Mo.—Harry C. 
Constable, 74, died here, July 3, 1959. 
He had been with Enterprise Paint 
Manufacturing Company since 1922 
until his retirement as vice president 
in 1952. Mr. Constable is survived by 
his widow. 


GEORGE N. LaJOIE 


MONTEREY, Calif. — George N. 
LaJoie, 60, collapsed and died while 
chasing a thief from his place of busi- 
ness, Bay Hardware Store, here. Be- 
cause of the circumstances of the 
crime, the suspect, if caught, will be 
charged with first degree murder or 
manslaughter. LaJoie is survived by 
his widow, Mrs. Evelyn LaJoie. 


P. W. NICKEL 


P. W. Nickel, public relations di- 
rector of Bissell, Inc., died July 13. 
He suffered a heart attack in Atlantic 
City, N. J. while attending the Na- 
tional Housewares Show. 

Nickel joined Bissell in 1930 and 
served as advertising director of the 
company for more than 20 years. He 
was named director of public rela- 
tions early this year. 


Huston Opens L.A. Branch 


New branch facilities to manufac- 
ture and warehouse its line of pet 
care products have been opened by 
House of Huston, Inc. at 3015 Supply 
Ave., Los Angeles, it was announced 
by John D. Horn, president. The com- 
pany was previously located in Lyn- 
wood, California. 


Celanese Corp. Expands 


Celanese Corporation of America 
has announced organization of three 
new companies. The three companies, 
Celanese Fibers, Celanese Chemical 
and Celanese Plastics, will manufac- 
ture and market their own products as 
divisions of the parent company. 








NEW! 


SELF-LOCKING 


EASY HANG perforated 
board fixtures! 


Faster, 
easier, 
more positive 
locking — 


without clips! 


Bubble-packed and 
Card-mounted packaging. 


The most popu- 
lar Easy Hang 
Fixtures—24 
items—are now 
packaged on 
Card-mounted 
or Bubble- 
packed Display 
Cards to assure quick 
identification . . . stimu- 
late self-selection . . . de- 
velop volume sales. 


merchandiser 


A store-tested Easy 
Hang department in 
itself. Holds assort- 
ment of self-locking 
fixtures, plus perfo- 
rated board in bin 
at back. Takes small 
24” x 21” floor space. 
Drop-shipped, pre- 
paid. Call your job- 
ber or write today. 


FACTORY: GRAND BEACH, MICH. 
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ULTRA-LIGHT WEIGHT trout lures 
no larger than your fingernail. Weighs 
2/32 oz. Standard Dardevle colors 
available for this “Skeeter-plus” de- 
signed for 1% oz. rods.—Lou J. Ep- 
pinger Mfg. Co. 
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ATTRACTIVE DISPLAY BOX holds 
24 Keel-Fish lures. Three hook sizes 
included. Hooks on lures can_ be 
changed without changing action. 
Metal keel keeps lure upright as it 
floats.—A-Lure Incorporated 
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COLOROPE FLOATS and will not 
rot, claims manufacturer. Display 
rack available for ten coils 4 in. rope. 
Colorope comes in five separate colors 
and in five combinations.—Wall Rope 
Works, Ine. 
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WATER SKIS for every possible use 
for all water skiers is claimed by 
manufacturer. Ski line has 21 differ- 
ent models and combinations in wide 
price range for complete selection.— 
Adolph Kiefer & Company 
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“SQUEEZE BOTTLE” DECOY is re- 
silient and self-inflating. Returns to 
original shape when squeezed or 
crushed. Made of polyethylene and not 
affected by temperature changes. — 
Animal Trap Company of America 
For Details Circle 278 on INQUIRY CARD 
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DIV-O-LIN TRAMPOLINE is port- 
able diving board. Makes diving pos- 
sible from rafts and floats. Nylon 
bounce pad and tubular steel frame 
with regulation elastic cords for 
strength and safety.—Bohrman Mfg. 
For Details Circle 281 on INQUIRY CARD 
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SPORTS ADVERTISING SERVICES 





To Get Full Information on Free Ad Material, Circle the Number on Inquiry Card, Page 50 


HILLERICH & BRADSBY CO., 
INC. 


IMPRINT MATERIAL — Louisville 
Slugger Bats catalog sheets; Grand 
Slam golf clubs catalog sheets. Circle 
number 282. CATALOGS—Louisville 
Slugger Bats catalog; Grand Slam 
golf clubs catalog. Circle number 283. 
National advertising support given by 
company. 


PETERS CARTRIDGE DIVISION 


MATS and ELECTROS — Complete 
assortment of newspaper mats and 
electros of cartridges, shotgun shells, 
cartridge boxes, and trade-marks. In- 
cluded are sample radio ads. All in- 
formation is contained in Peters’ Elec- 
trotype and Advertising Services cat- 
alog. Circle number 284. National ad- 
vertising support given by company. 


THE PLAS-TEX CORPORATION 

MATS—Newspaper ads approximate- 
ly 10 column inches each of all Plas- 
Tex product groups; drop-in mats of 


individual products. Ad proofs of mats 
available. Circle number 285. COOP- 
ERATIVE NEWSPAPER ADVER- 
TISING PROGRAM is included in the 
above mat service. National advertis- 
ing support given by company. 


PRESTO MARINE PRODUCTS 
DIVISION 


MATS—Ad mat selection sheets on 
boat hardware. Mats are one and two 
column and up to 8 in. Circle number 
286. IMPRINT MATERIAL — En- 
velope stuffers and window streamers 
available. Circle number 287. National 
advertising support given by company. 


REMINGTON ARMS COMPANY, 
INC. 


MATS and ELECTROS—Catalog of 
Electrotype and Advertising Services 
available containing selection charts 
for firearms, ammunition, shooting 
scenes, hunting scenes and sample 
radio ads. Circle number 288. National 
advertising support by company. 





New! No. 95 Victor Ma- 
jestic Long-Life decoy. 
Made of polyethylene 
plastic. 


It’s New, It’s a Natural... 


and Naturally It’s a 


The new Victor Majestic Long-Life 
decoy is a natural for today’s duck 
hunter who wants quality, conven- 
ience, and results. It’s a ‘“‘must’’ for 
your Victor Line in ’59! The Long- 
Life decoy is designed to last a lifetime. 
It is constructed from pliable poly- 


ethylene plastic; is not affected by 
dropping, crushing or extreme temper- 
atures. Self-inflating, has no compli- 
cated valves—works like a_ plastic 
squeeze bottle. 

The new No. 95 Victor Majestic 
Long-Life is life-size, prebalanced, 
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equipped with anchor line tie. It rides 
free and lifelike on the water; is water- 
proof and shot-resistant. Finished in 
natural, non-glare colors with molded 
eyes. 


OTHER VICTOR DECOYS are available in 
Molded Fiber, Tenite Plastic, and 
Wood; also goose, crow and owl decoys 
—the most complete line offered by 
anyone, anywhere. Order a full assort- 
ment from your wholesaler, now! 


ANIMAL TRAP COMPANY OF AMERICA 


Lititz, Pa. ¢ Pascagoula, Miss, ¢ Niagara Falls, Ontario 


42 on INQUIRY CARD 


LOCAL ADVERTISING, consumer 
circulars, store decorating kit, sug- 
gested window displays (above illus- 
tration) and other services is being 
made available to sporting goods re- 
tailers. 

The service comes from a new line 
of sports merchandise called Sport- 
master. Designed to protect profits by 
keeping the line out of discount 
houses and catalogs, Sportmaster 
merchandise is handled by 23 whole- 
salers across the nation who comprise 
Liberty Distributors. They pooled 
their buying power to make available 
to independent dealers competitively 
priced merchandise on a profit pro- 
tected program. 

Sportmaster’s line at present in- 
cludes a complete assortment of rods, 
line, hooks, lures and other fishing 
accessories plus a selected assortment 
of reels. Hunting and athletic goods 
include gun covers, hunting suits, 
hockey equipment, skates, parkas, and 
jackets.—Liberty Distributors 
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COMING IN SEPTEMBER 
Selling the Winter Sports Market 





AJAK HARDWARE 


But when | said one week's free trial, 
| didn't mean... HERE! 


HARDWARE WORLD 





Revolutionary structural-nylon 
and steel design of 





NEW REMINGTON 


ow 


AUTOLOADING 
22 


booms gun sales! 


Shooters flock to buy the handsome, super-accurate 
rifle with the lightweight stock that is waterproof, 
oilproof, warp-proof, warm to the touch. 


22 LONG RIFLE 
Structural-nylon, the same ultratough material 


used in missiles, machinery, gears and hundreds 
of other industrial applications, is leading a sell- 
ing revolution on a fabulous new firearm. Shoot- 
ers have seen the remarkably graceful Nylon 66 
in many major national magazines. They know 
of its wonderful fade-proof colors, its perfect 
checkering, white diamond inlays . . . and 
extremely fine accuracy. Sales prove it! 

So put your customers behind this 
advanced rifle, and you'll put your- 

self ahead of the field in smart, 

fast selling. 


SPECIFICATIONS 


COLORS: Mohawk Brown, Seneca Green. MAGAZINE 
CAPACITY: 14 long rifle cartridges plus one in chamber. 
OVERALL LENGTH: 38%”. WEIGHT: 4 Ibs. STOCK: 
Structural-nylon. BARREL: Rifled ordnance steel. TRIG- 
GER PULL: 3% Ibs. DROP: 2%”. PULL: 13%”. SIGHTS: 
Blade front, wind- and elevation-adjustable rear. SAFETY: 
Top-of-grip, thumb type. LOADING: Single or by maga- 
zine through butt plate. CHECKERING: Fore-end, grip 
(22 lines to the inch). ACCESSORIES: Butt plate, fore- 
end tip and grip-cap black with white spacers. White 
diamonds in fore-end. ADDED FEATURES: Steel parts 
glide on nylon bearings. Needs no lubrication. Stock 
resists mold, sun, water, solvents, scratches, insects... 
won't fade, warp or peel. 


RETAIL PRICE 


$4.9°5° 


FULLY TESTED TO GUARANTEE SATISFACTION 


- 
Sag ® j 


SUBMERGED FOR DAYS, the Nylon 66 was fired with 


full accuracy after being allowed to dry out without 
cleaning or oiling. The stock did not show the slightest 
change in dimensions or the slightest loss of its re- 
markable strength. This kind of torture has made the 
Nylon 66 the world’s most rigidly tested firearm. 


5 HOURS OF RAPID FIRE WITHOUT A JAM were 
achieved with the Nylon 66 by a Remington test engi- 
neer. He put thousands of rounds through the barrel 
as fast as he could fire and reload. There wasn’t one 
malfunction of the Nylon 66! And even though the 
barrel got too hot to touch, accuracy was not affected. 


Remington 


Remington Arms Company, Inc 
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, Bridgeport 2, Conn. In Canada: Remington Arms of Canada Limited, 36 Queen Elizabeth Blvd., Toronto, Ont. 


*Price subject to change without notice. 
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HACK SAW 
BLADES 


& (This index is p as a con and not as a part of the advertising contract. Every 
care is taken to index correctly and no allowance will be made for errors or failure to insert) 


INDEX TO ADVERTISERS 





hliched 








Better to Sell because 


your customers know 
they’re Better to Buy 


Now is the time to check your 
stock of quality-made Victor 
Hack Saw Blades. Backed by 
consistent advertising, the full 
line offers your customers a blade 
for every metal cutting need. 

Special Flexible or Flexible 
The perfect blade for the boom- 
ing “do-it-yourself” market in 
your selling area. Economically 
priced. 

Moly® High Speed Steel 
A top quality blade that outlasts 
standard high speed blades by 
10 to 1. Easy to sell to those 
customers who want a long-last- 
ing blade at the right price. 




















a | 


THREE VICTOR HACK SAW FRAMES 
Here’s an “extra” item to boost 
the size of each sale. Blade 
changing is easy . . . automatic 
tensioning makes cutting easier 
by holding blade correctly. 


Colorful, 
eyecatching 
» DISPLAY 
ASSORTMENTS 


Two selling display cards offer 
your customers a complete as- 
sortment of Victor Blades. No. 
166 features 10 “Molyflex” 
blades. No. 45 offers assortment 
of 3 Special Flexible Blades. 
Order them both and let them 
do your selling for you. 





ca a aD 
a oy 3] 
on rere Flak Ne -_ 

Sold Only Through Recognized Distributors ; 


Ask your Victor Distrib- 
utor for a supply of 
NEW Metal Cutting 
Booklets and Wall Charts. 


@® 4737 


MIDDLETOWN, N. Y., U.S.A. 
Makers of Hand and Power Hacksaw 
Blades, Frames, and Metal and Wood 
Cutting Band Saw Blades of every type 
and size. 


Note: Figures in parentheses () refer 
to Inquiry Card Number which can be 
circled on inquiry card on page 50 


when desiring further information 


about advertisement. 


A 
Aladdin Laboratories Inc. 
American Push Broom Co. 
Animal Trap Co. of America 
Arvey Corp. . 


Atkins Saw Div., Borg-Warner Corp. 


Second Cover 


Atlantic Industrial Corp. . 14 


Campbell Chain Co. 
Clarke Floor Machine 
Cleveland Mills Co. (1) Front Cover 
Colorado Fuel & Iron Corp. ern a 4 


Crescent Tool Co........... Pees tem, 


Dyer Specialty Co. 


Fuller Tool Co. 


G 
Gries Reproducer Corp. 
H 
Hillerich & Bradsby Co... 
Holt Manufacturing Co.... 


Horton Equipment Co... 


K 
Knape & Vogt Manufacturing Co 
M 
Marshalltown Trowel Co. 
Robert E. Miller & Co. Ine 
Millers Falls Co. 
Mirro Aluminum Co 


Molly 


.Third Cover 
Corporation 


Moore Push Pin Co. 


N 
National Hardware Show. . 
National Manufacturing Co.... 
National Screw & Mfg. Co... 


Nicholson File Co. 


0 


Ox Fibre Brush Co. Ine. 


P 


Pennsylvania Lawn Mower Div., Ameri- 


can Chain & Cable Co. 


Peters Cartridge Div., Remington 


Co. (15) 


Portable Electric Tools Inc. 


Red Devil Tools 
Reichert Float & Mfg. Co. 
Remington Arms Co. 


Revere Copper & Brass Inc., Rome 
Co. Div. 


Richards-Wilecox Mfg. Co... 


Ss 
Sequatchie Handle Works Inc. 
Slaymaker Lock Co. 

Southern Screw Co. 


Swan Rubber Co. 


7 
Toro Manufacturing Corp... 
Tubbs Cordage Co. 


Turnbuckles Inc. 


S. Steel Products Div., U 


Corp. 


Val-A Company 


Works 


Victor Saw 


Warp Bros. (52) 
Weber Showcase & Fixture Co. 


Wilshire Manufacturing Co... 


.. 24, % 


Arms 


Mfg. 
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NOW in a new plastic squeeze bottle 
TEHR-GREEZE white fabric cement 


,Same high quality patching cement in a handy 
plastic squeeze bottle that eliminates messy paddles, 
brushes, and waste. Easy to apply . . . Tehr-Greeze 
patches and repairs any material it can penetrate. 
‘Thousands of uses. Sold by leading jobbers and 
qdealers everywhere. Comes in 2 oz., 6 oz. and 16 
oz. plastic bottles. Also packed 
from 2 oz. to | gallon in glass. 
Write for prices and literature. 


Come in attractive 3-color 
counter display carton 
(12 to a package) 


VAL-A COMPANY 


700 W. ROOT ST. CHICAGO 9, ILL. YA-7-9442 
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any Slaymaker offers 


FREE 


eee FREE 
oles age 
aeS"> WIRE RACK 


OUTSELLS LOCKS IN OTHER + 
BOXES AS MUCH AS 5 101 


SLAYMAKER LOCK COMPANY, LANCASTER, PA. 
World's Largest Producer of Brass Padlocks 











EVERYBODY PROFITS MORE 
WHEN FLOATS ARE Keichert 


Guaranteed leak-proof, each 
one thoroughly tested to assure 
long service. 

The 4"' x 5"' high-impact poly- 
styrene plastic is unaffected by 
the chemical content of any water. 

The solderless copper has the 
exclusive seam-and-spud construc- 
tion for great strength. 

Sizes and shapes for every need. 
Corrugated and non-corrugated. 


Send for catalog and prices 
THE REICHERT FLOAT & MFG. CO. 
2248 Smead Ave. Toledo 6, Ohio 
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1959 WESTERN WHOLESALERS’ DIREC- 
TORY includes 185 wholesalers located in 63 
cities in 12 of the Western States. This 16- 
page annual directory gives valuable informa- 
tion about general line and specialty whole- 
salers who serve the retail hardware field. 
Each listing includes executives, territory 
served, types of merchandise handled, special 
sample display rooms, specialty salesmen and 
special services offered. Price $1.00. Send 
check to HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San Francisco 
3, Calif. 
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FREE OFFER TO 
INTRODUCE NEW 
JON-E PRODUCT! 











NEW HEAT ACTIVATED SCENT 
Lures deer in close, hides human odors. Made 
to be used only with the famous Jon-e Warmers. 
To introduce this sensational new product, 

1 reg. 50c Deer-Coy Clip will be given 
FREE with each bottle of Deer-Coy! 
| Offer is limited. Packed 1 doz. bottles 
| with 1 doz. clips to a carton with attrac- 
| tive 4-color display card illustrated above. 
DEER-COY is made from NATURAL deer musk 6.) 
and animal glands. CLIP is made of alumi- iF 
num and beautifully annodized in color. 


Bottle, list . . $1.95 


Clip, list . . . 5O€ 
HOW TO USE DEER-COY! 1. Hang clip from 
heated Jon-e Warmer. (Fits both Giant 
and Standard size.) 2. Fill absorbent pad 
in clip with Deer-Coy solution. 3. Place 
in Jon-e carrying bag. Carry while stalk- 
ing deer or place nearby when hunting 
from a stand. 


CLIP and 
BOTTLE $2.45 
VALUE ONLY 


Be) 
ORDER 


Heavy national advertising will build terrific 
demand for DEER-COY from both bow and gun 
hunters. Order enough. Don’t be 
during the deer seasons, 


CHECK JON-E STOCK 


Remember hunters will need more of the famous, 
fast-selling Jon-e Warmers and Jon-e Fluid. 
Call your jobber today! 


“sold-out” 


= For details and catalog sheets write, 


ALADDIN LABORATORIES, INC. © 620 So. 8th St., Minneapolis, Minn 
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HARDWARE CATALOGS 
Compiled — Prepared — Produced 
Specialists in Hardware cataloging. 
Write, phone or wire for information 
CATALOG GROUP, 420 Market 
Street—San Francisco, Calif. 


FOR SALE 
Good small town Hardware. Com- 
pletely remodeled with M & D Fix- 
tures less than two years ago. Well 
stocked. Located in fast growing area 
of So. Calif. No competition in town. 
Price to include inventory and offer 
for equity in fixtures and improve- 
ments. Reply to Box A-947, care 
HARDWARE WORLD, 1355 Market 
St., San Francisco 3, Calif. 


AGGRESSIVE SALESMAN 
Would like to sell for Manufacturer 
or Representative in Northern Cali- 
fornia. Age 34. Good References. Ad- 
dress Box A-948, care HARDWARE 
WORLD, 1355 Market St., San Fran- 
cisco 3, Calif. 


Bissell Names Western Mgr. 


LOS ANGELES—Richard H. 
Smart, formerly an assistant sales 
manager, has been named West Coast 
regional manager of Bissell Carpet 
Sweeper Co. This is a new post with 
headquarters here. 





TIRED OF WRITING LETTERS? 
CAN YOU DRAW A CIRCLE? 


Then it is easy ... tear out the in- 
quiry card in this issue and circle the 
numbers regarding items in which 
you are interested. Drop it in the 
mail box. 








Announcements in this section are inserted at the rate of twenty 
cents per word, including address or box number, with a minimum 
charge of $5.00 per issue, payable in advance. Send copy to 1355 
Market Street, San Francisco 3, California. 
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1959 WESTERN WHOLESALERS’ 
DIRECTORY includes 185 wholesal- 
ers located in 63 cities in 12 of the 
Western States. This 16-page annual 
directory gives valuable information 
about general line and specialty 
wholesalers who serve the retail hard- 
ware field. Each listing includes ex- 
ecutives, territory served, types of 
merchandise handled, special sample 
display rooms, specialty salesmen and 
special services offered. Price $1.00. 
Send check to HARDWARE WORLD 
SERVICE BUREAU, 1355 Market 
Street, San Francisco 3, Calif. 


BOOK FOR SALESPEOPLE 
CHINA AND GLASS by H. Q. Wil- 
son, a 56-page book which reveals 
historical background, manufacturing 
methods and merchandising of pot- 
tery, dinnerware and glassware. Ex- 
cellent sales reference for sales peo- 
ple. Special price $.25 each. HARD- 
WARE WORLD SERVICE BUREAU, 
1355 Market Street, San Francisco 3. 


LAYOUT SHEET .. . Graph lay- 
out sheet scaled 4%” to the foot, large 
enough to accommodate a 50 x 100 
foot retail floor plan, is helpful in 
planning a new store or rearrange- 
ment of floor fixtures. Fifty cents 
each. Send order or check today to 
HARDWARE WORLD SERVICE 
BUREAU, 1355 Market Street, San 
Francisco 3. 








Illinois Lock Promotes Pearson 


Ronald G. Pearson was named as- 
sistant sales manager of Illinois Lock 
Company, manufacturer of hydraulic 
closers, cabinet locks and padlocks. 
Pearson joined the company six 
months ago after a tour of duty in the 
U. S. Navy. 


Alaska Rep for Moody 


Moody Machine Products Co., Inc. 
of Providence, R. I., has appointed 
Robert E. Renkert as their represen- 
tative in Anchorage, Alaska. 


Skil Opens Canadian Plant 


New manufacturing quarters in 
Trenton, Ontario for Skiltools, Ltd., a 
subsidiary of Skil Corporation, Chi- 
cago, has been announced. James A. 
McGarey is vice president and general 
manager of the new plant, and Ewald 
Lenz, formerly Western division 
(Canada) sales manager, assumes 
duties as the Canadian sales manager. 

In addition to the new plant, Skil 
continues to operate sales and service 
branches in Toronto, Montreal and 
Vancouver. 





porns 


“Smith, about four-thirty take the after- 
noon off..." 





Genuine 
Original 





Wonderful for all WOOD and METAL Furniture 
Glide Softly, Silently, Smoothly 


3-COLOR DISPLAY BOX 


Colorful . . . Eye-Catching. Sells on Sight 


Contains | doz. cards of either 54", 34'' or I'' DOMES. DOMES have 


One Set of 4 | j 
on a 3-Color Card ee point nail. Case hardened steel, burnished nickel plated mirror 


6 SIZES: 4", 4", I", Both Container and Cards in 3 COLORS 


V-1/16", WY", 12" 


Ask your Jobber or write—inedla eagle RoOeLD COE CRC LE Coan oud oe 
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MIRRO SPECIALS, 
TO SPARK YOUR SALES 


No “handle with care’”’ signs on these 
six explosive specials! Just light the 
? fuse, and they’ll shoot your MIRRO 

with — Oo ' third-quarter sales sky-high. 

R 
yen PAN Look them over carefully. There’s 
Ags PRE something for everyone—a can’t-miss, 
ee , one-cent premium deal to promote 
Stipecage the ever popular MIRRO Covered 
Cake Pan—plus a selection of hot, 
fast-moving bakeware and range-top 
items! 


Set fire to this string of ready-to-go 
offers, with window and store displays 
and local advertising. They’ll 
move off your shelves like 
cannon crackers on 
a Chinese New Year 
... and at full profit! 
Limited time offer... 
expires September 30. 4 


Colorful 5 
Display Banner 
Packed in 
Each Carton 
of Three Aue 


Newspaper Ad Mat 
also Available Free 


MIRRO CAKE ROLL PAN 
No. 5185M—15¥4x10% x1’ 


MIRRO FRY PAN 
No. 237M@—7""_ 
Regular Retail, $1.95 4 Ci fi t iB 


Regular Retail, $1.45 


+ 


MIRRO COVERED 


LOAF PAN 
No. 5197M—10% x3%x254’ 


: Regular Retail, $1.75 
MIRRO ANGEL CAKE PAN * MIRRO COVERED SAUCEPAN Ty 


No. 5304M—10” No. 422M—2-qt. ay NOW 
‘rr et hi © Og rs S f oswe 
ECIAL, 71.99 SPECIAL, 1.69 from Your 
Regular Retail, $2.45 Regular Retail, $2.15 MIRRO 
Jobber ! 


FINEST ALUMINUM 
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WARP’S 4 
DISPLAY = 
RACK 


PLASTIC ~**: 


ST 







evsiht que 


48 widths < 36” wide 36" Wide 


adhe: a0 Clear Plastic 0 ; i ” 0 

'g8 lt %" Mesh Green ® . 7 ” 26" 4 ver 4 Mesh 

Guaranteed 2Years rds La tt age € oa PLanErt a —4 5, 10 & 20 couall 
wealton,Cords a} | Clear Plastic Over cla aR Clear Plastic Over 4. SucmeMands: “7 


ALL NATIONALLY ADVERTISED Ka 4 ws ¥4" Mesh Wire 14 Mesh : iz cle “Over j 4 Mesh White Re Other Warp Window Materials are 
Retail Prices Subject to Change | Galvanized Wire Galvanized Wire B) 4, 8 and 4 Mesh ot 0 Cords Me = VINYL-PANE, WINDOW-FABRIC, PLAST-O-P, 
, , 
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oe - Galvanized Wire 


ae, PACKAGED STORM COVERS 


Fastest Selling COMPLETE KITS FOR DOORS AND WINDOWS 


Storm Window Kit * 
Sty Fane 
STORM DOOR TT? poor KIT (7 


36” x 72” Plastic Two Full Size Storm Windows Ready to Tack On : 1. 36” x 84” weather- 

Sheet in Each Kit i proof kraft with 

18’ Fibre Molding 12” x 12” clear 
Package of Nails plastic window 

ie Allaah ris gag gn _———— 2. 21’ Fibre molding. 

d pay tet 72” x 36 Heavy Duty Transparer * 3. Package of Nails - 

> Packs — Plastic Sheet Mold r Individually wrapped, ‘ Double Face 

sala “pie +A appy 3 sins iia Acactie Counties : 5 ready to sell. Packed 12 to Packed 6 in attractive co 

¥: ganchaeaas : a Handy Dispenser Carton Display E 
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Po set WRAP 
Mat 


D 
TING RINK HOUSEHOL 


RIBBED MATTING AND FLOOR RUNNER Silly-Cover’ o tt. Jiffy-Wr 


Piast-O- Mat "1 Vinye-Mat™ | © cou ; Rink’ 
Handy = J 


Cut Leva a P = i = 
1 doz Se ‘ aiPe. New type of transpari 
20" SS. ; Je : : j plastic wrap—preser\ 


food, protects househ 
J Individually packaged. articles from harmful de 
aaa o ; . Contains all materials neces- dirt and moisture. 
y factic ; : 
mage Flow se Individually oo sary for a complete family size ee ee 
OK, VV THTe v © 


50 ft. long in a Dispensing C 
Packed Doz. to Display Carton. ice skating rink. tainer. Packed 1 doz. to disp 


carton. 






Originators 
Complete 9) | and Largest 
Range a 2 Producers 
of Practical Plastic Shee ing 
ain “THE BEST THAT MONEY CAN BUY” - FOR FARM, HOME & INDUSTRY for Farm 
anise WY7-Wid- 2) tele) Mm loli) tole) mew Vale) Lele) 





Pre-Cut Packaged Pre-Cut Round 


































MOISTURE-PROOF ; 
UP TO 32 As tow Ab 1 Moterio! Will Be DR-10 CoveRALL SILAGE Cover 
SEAMLESS Beeeerernrms §=6COVERALL DISPLAY COVERS The Original Polyethylene Silage Co 

SUN-RESISTANT § “a bag ing = @ Covent o 4 Gauge Heavy Duty 


Black Coverall 
Individually boxed 
and packed 3 toa 
shipper 


COVERALL 5 HANDY 
SIZES 





available in 5 Sizes 
6 mil black 4 
Individually boxed 
and packed 3 toa 
shipper 





Look for the Name "Warp's COVERALL" Branded on the edge 
® — . rm 
Carried by Reliable Jobbers Eve h 
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